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STATE ASSOCIATION OBTAINS OPINION 





NY. Bars Group Plans Giving Big 
Coverage To Few, Little To Others 


coverage on their own lives and only 
token amounts on their employes— 
and usually on just enough of the em- 
ployes to meet the 10-life minimum 
requirement. For example, the prin- 
cipal stockholders want $100,000 or 
more on each of their own lives and 
$1,000 on each covered employe. The 
men with the big amounts on their 
lives are medically underwritten but 
usually the rest are not. 


Many Have Held Off 


Many top agents have written such 
plans, often on top of coverage for 
smaller amounts on the general run 
of employes. But many other agents 
have held off, because they felt this 
kind of setup did not conform with 
the New York statutory definition of 
group. For this reason, Harry K. Gut- 
mann, Mutual of New York, New York 


By ROBERT B. MITCHELL 


NEW YORK—An opinion that ap- 
pears to pull the rug from under cer- 
tain types of wide- 
ly sold group plans 
has been given by 
the New York de- 
partment in an- 
swer tO a query 
from the New York 
State Assn. of Life 
Underwr i t- 
ers about a kind of 
roup underwrit- 
ng that the asso- 
iation believes to 
e a distortion of 
the group princi- 





Harry K. Gutmann 


pal. ; 
This is the type of plan in which 
the owners want substantially all the 


City, the state association president, 
wrote to Superintendent Thacher for 
an opinion. Here is the answer, from 
Raymond Harris, deputy superintend- 
ent and chief counsel of the depart- 
ment: 

“Superintendent Thacher has re- 
ferred to me for reply your letter of 
June 30, concerning the interpretation 
of the provision in section 204 (1-a) 
relating to the grading of amounts of 
life insurance in a group life insur- 
ance policy issued to an employer in- 
suring his employes. 

“According to your letter, it is not 
uncommon to find a _ non-contribu- 
tory group life policy issued to a 
single employer engaged in a small 
business with from 10 to 25 employes 
with a certificate of $100,000 on one 
employe and individual certificates of 

(CONTINUED ON PAGE 19) 





HOLDERNESS AT ALC: 


Oates Cites Life 
Insurance Role In 
Future U. S. Growth 


The lesson to be learned from Prime 
Minister Khrushchev’s visit is that the 
real strength of 
America is in her 
spiritual and mor- 
al leadership and 
in the freedom, 
dignity and sancti- 
ty of the individ- 
ual, James F. Oates 
Jr., president of 
Equitable Society, 





Life Insurance 
‘Most Steadfast’ 
Of Institutions 


No other segment of the economy 
has contributed so greatly to the high 
standard of living 
enjoyed by the 
people of North 
America today as 
has life insurance, 
Howard Holder- 
ness, president of 
Jefferson Standard 
Life, told the 
American Life 
told the annual Convention annual 
meeting of Ameri- meeting at Chica- 
can Life Conven- go. 
tion at Chicago. “Life insur- 


“The Soviet ance, through ev- 
eader’s tour demonstrated once again ery phase of the business cycle, through 
at our greatness does not lie in our periods of depression and expansion 
supply of food, the clothing we wear ajike, has proved itself to be the most 


. : 2 “ . . . . 
br the houses we live in,” he said. “It steadfast of all our financial institu- 
unfortunate that American leaders (CONTINUED ON PAGE 22) 


ho have debated with Mr. Khrush- 
hev often have chosen to meet him 
bn his own ground and have talked 
about the greatness of America’s ma- 
erial might instead of challenging 
im at the point where communism 
most vulnerable and where our 
strength has always resided.” 
Mr. Oates listed four conditions un- 
der which Americans are living, as a 
esult of which the life companies 
(Phare tremendous responsibilities: 
1. The explosion of knowledge on 








James F. Oates Jr. Howard Holderness 










physical sciences,” said Mr. Oates. “We 
aren’t quite as aware that we are wit- 
nessing an explosion in the social 
sciences at the same time. 

“We’re learning more and more 
about what human beings are going 
to do in the future in the behavior 
sciences. This will play an important 
role in security requirements and life 
insurance should do all it can to ex- 
ploit this field.” 

Discussing the boom in population 


fall fronts. ahead, Mr. Oates declared that this 
2.The vast increase in population will prove a serious challenge to the 
ahead. nation to maintain or improve the 


3. The challenge to the American 
free enterprise system. 
#4. The basic struggle of ideologies 
between the western and the Soviet 
worlds. 
“While the recent advance in knowl- 
‘ge has been most spectacular in the 


present standard of living. 

“The old fundamental plan of en- 
couraging thrift through level premi- 
um life insurance must play a key part 
by helping to create the necessary cap- 
ital for the stable economy of the fu- 
ture,” he said. 









YUM 


Financial Section 
Of ALC Draws Many 
Non-Investment Men 


The sessions of the American Life 
Convention Financial Section on the 
final day of the ALC meeting in Chi- 
cago were notable for a program that 
caused many non-financial executives 
to remain the additional day in order 
to attend. 

Speaking as section chairman, Perry 
S. Bower, vice-president and treasurer 
of Great-West Life, said inflationary 
surges since the war are beginning 
now to lose a little of their steam. 

“Not all prices are rising,” he noted. 
“Some have apparently leveled off and 
some have shown a marked inclination 

(CONTINUED ON PAGE 23) 


Women Lighter, Men 
Found Heavier Than 


Previous Generation 


Much Vitally Important 
Information In Study Of 
Build And Blood Pressure 


Women weigh distinctly less than a 
generation ago, while men tend to be 
heavier than their fathers. 

This is just one of many significant 
findings of the largest statistical in- 
vestigation undertaken in the health 
field, published this week by the 
Society of Actuaries under the title 
1959 Build and Blood Pressure Study. 

The new average weights developed 
will change the tables now used on 
weighing machines and in doctors’ of- 
fices, which were based on an actuar- 
ial study of 30 years ago. 

The weights of women in their 20s 
average at least five pounds less than 
three or four decades ago. In fact, 
women of all ages now tip the scales 
several pounds lower. This is partly 
due to lighter clothing but reflects 
mainly the established vogue of slend- 
erness that has outmoded Lillian Rus- 
sell as the ideal figure. 


Fewer Underweight Men 


In contrast, the average weights of 
short and medium height men in their 
20s and 30s are now about five pounds 
higher. The increase in men’s weights 
at other ages and also for tall men has 
been generally smaller. While the 
proportion of overweights has changed 
little over the years in both sexes, the 
proportion of men who are under- 
weight has diminished, while the pro- 
portion of underweight women has in- 
creased appreciably. 

Average weights for both men and 
women increase with advance in age 
through the 50s. However, the pattern 

(CONTINUED ON PAGE 22) 








Mayor Raymond R. Tucker of St. Louis handing Robert E. Davis, Northwest- 
ern Mutual Life and president Missouri Assn. of Life Underwriters, a proclama- 
tion declaring life insurance week in St. Louis. From left: Bronson S. Barrows, 
Northwestern Mutual and president St. Louis association; Thomas V. Fitzgerald 
and Donald L. Wulz, both of New York Life, and Messrs. Tucker and Davis. All 
are of St. Louis. One of the highlights of life insurance week was the annual sales 
congress of the Missouri association at St. Louis. Previously, Gov. Blair of Mis- 
souri presented Mr. Davis with a proclamation declaring life insurance week 
statewide. The sales congress program was given in last week’s issue. 








Lincoln National's 
Tax Seminar Draws 
500 Life Officials 


Top officials numbering 537 from 
life insurance companies located 
throughout the U.S. and Canada at- 
tended a one-day tax seminar spon- 
sored in Fort Wayne, Ind., by Lincoln 
National Life. This turnout exceeded 
the expected attendance by nearly 100. 

Designed as an aid toward inter- 
preting the new tax law and highlight- 
ing administrative problems and pro- 
cedures resulting from the new meas- 
ure, the seminar got under way with 
Walter O. Menge, president Lincoln 
National, welcoming the guests. John 
Phelps, vice-president, opened and 
closed the meeting. In charge of all 
arrangements was Walter W. Steffen, 
2nd vice-president. 

Moderator was Henry F. Rood, sen- 
ior vice-president, who has served as 
an industry consultant to the Treasury 
Department and was recently made 
chairman of the joint advisory com- 
mittee on interpretion of company 


federal income tax law. 
First speaker was F. J. McDiarmid, 


vice-president, 


who in discussing 





Walter O. Menge, left, president 
Lincoln National Life, and James G. 
Bruce, vice-president and actuary Col- 
umbian National Life. 


“How Should A Company Invest Its 
New Money?” explained the increased 
advantages of tax exempt bonds under 
the measure. Gordon C. Reeves, gen- 
eral counsel, pointed out “Problems 
With Present Investments” and out- 
lined some of the available affects of 
the law on real estae investments. 
E. R. Crilly, manager of the company’s 
tax department, demonstrated many 
(CONTINUED ON PAGE 23) 


FeNATIONAL UNDERWRITER 


AT BMA BREAKFAST 


Hendley Says NALU 
Is Completely For 
State Regulation 


The traditional “Tom Grant break- 
fast” given by Business Men’s Assur- 








W. D. Grant W. S. Hendley Jr. 
ance at the recent American Life Con- 
vention annual meeting in Chicago 


was the occasion for President William 
S. Hendley Jr. of National Assn. of 
Life Underwriters to put his organi- 
zation unequivocally on record in favor 
of state supervision. He pointed out 
that NALU had reiterated and reaf- 
firmed, at its annual convention in 
Philadelphia in September, its tradi- 
tional stand in favor of state regula- 
tion. 

Mr. Hendley said NALU had not 
maintained this position “without con- 
stant re-evaluation and investigation.” 
The matter was given thorough con- 
sideration during the last year by the 
state law and legislation committee, 
which recommended continued en- 
dorsement of state regulation and op- 
position to federal regulation. The 
committee held that local and regional 
differences throughout the country call 
for a system of insurance regulation 
that can be adapted to these differ- 
ences and quickly modified to meet 
changing local conditions, Mr. Hendley 
said. He reported that while the com- 
mittee conceded that state regulation 
may have its faults, it is still, at this 
time, the best system of insurance reg- 
ulation for the United States. 

Official NALU Policy 

“This report was received by the 
national council and approved by the 
board of trustees,” said Mr. Hendley. 
“Thus, it is official NALU policy.” 

W. D. Grant, executive vice-presi- 
dent of Business Men’s Assurance, 
who presided, said this was the 24th 
such event sponsored by the company 
to honor the newly elected NALU 
president. The breakfast tradition was 
begun by the late W. T. Grant, who 
founded B.M.A. in 1909 and was for 
many years its president and later its 
chairman. 








From left: Henry J. Heintzberger, actuary Philadelphia Life; Gathings Stew- 
art, 2nd vice-president Lincoln National Life; Richard M. Sellers, executive 
vice-president, and William H. Abell, president and chief executive officer 

espectively, of Commonwealth Life, at the Lincoln National Life tax seminar. 





CLEVELAND AT ALC 


Talks On Regulation 
Of Self-Insured 
Employe Benetits 


Is a_ self-insured employe benefit 
plan subject to regulation under the 
insurance laws? Harold van Buren 
Cleveland, associate counsel of John 
Hancock pointed out to the ALC Legal 
Section that no court has as yet de- 
cided on this issue. “Attorneys general 
have ruled on it in only four states. 
In California, Florida and New York, 
self-insured plans of various kinds 
have been ruled not subject to the 
insurance laws. The opposite conclu- 
sion was reached in Wisconsin. Older 
decisions concerning the status under 
the insurance laws of the forerunners 
of modern employe benefit plans (the 
employe mutual benefit associations 
and the insurance departments of the 
railroad brotherhoods) do not throw 
much light on the status of modern 
plans,” Mr. Cleveland said, and de- 
tailed a number of questions to be 
answered before concluding legally 
that all such plans are subject to in- 
surance regulations. 

“The broad purpose of insurance 
regulation is to assure that the rea- 
sonable expectations of persons who 
rely on the promised benefits shall not 
be frustrated—by dishonest or extrav- 
agant management, by unsound ac- 
tuarial, funding or investment prac- 
tices or by unfairness in the terms of 
contracts or in their administration,” 
he said. 

“Insurance companies are _ subject 
to detailed regulation of these matters 
because experience has shown it to be 
necessary for fiduciary operations 
which require the regulation and in- 
vestment of large funds collected from 
many individuals, which involve com- 
plex contracts whose provisions the 
general public cannot’ understand, 
whose actuarial soundness only an 
expert can judge and on which the 
beneficiary’s whole economic future 
may depend. 

“These considerations apply to self- 
insured employe benefit plans as much 
as to commercial insurance companies. 
... But until courts of last resort 
have decided the question, or legisla- 
tures have acted, the status of self- 
insured employe benefit plans under 
the insurance laws will remain un- 
certain.” 


Dr. Williams Elected 
President Of MD Group 


NEW YORK—Dr. Ennion S. Williams, 
vice-president and medical director of 
Life of Virginia, 
was elected presi- 
dent of Assn. of 
Life Insurance 
Medical Directors 
at its annual meet- 
ing here. He suc- 
ceeds Dr. Henry B. 
Kirkland, Pruden- 
tial. 

Dr. James R. 
Gudger, Mutual of 
New York was 
named _ president- 
elect of the asso- 
ciation. 

Other officers elected were Dr. G. R. 
Collyer, London Life, vice-president; 
Dr. Royal S. Schaaf, Prudential, re- 
elected secretary; Dr. Albert L. Larson, 
Travelers, treasurer and Dr. Whitman 
M. Reynolds, Equitable Society, re- 
elected editor of the Transactions of the 
association. 








E. S. Williams 


Ociober 24, jactober 


Ordinary Sales In 
Sept. Drop 1%; Ar 
Up 7% For The Yen 


Ordinary life sales in Septem; 
totaled $3,932,000,000, a decline of 
and for the first nine months y 
$37,360,000,000, a 7% gain, accons 
to LIAMA. 

Sales of all types of life Coverage 
the other hand, gained 4% in Sent, 
ber with a total of $5,353,000,000, ; 
climbed 2% during the nine-m 
period with sales of $49,569,000,099 

Group sales for the month were § 
million, a 44% increase, and for 
nine months were $7,070,000,000, do 
18%. Group figures represent only y 
groups set up and not additions 
group contracts already in force, 

In September, industrial sales of $} 
million showed a 7% decline P 
during the first nine months Were § 
139,000,000, down 1%. e 


10-Minute Hearing 
On N. J. Variable 


Annuity Regulation 

It took only 10 minutes to hear 
the comments on New Jersey's pj 
posed variable annuity regulations 
the hearing called by Commission 
Howell at Trenton. 

The only comments, and they wd 
on minor editorial and technical poin 
were made by Richard J. Congleti 
Prudential’s general attorney. 

The main reason why so little w 
needed in the way of changes y 
that the need for interpretation is ¢ 
tremely limited. Nearly everything ng 
essary in this respect is spelled out 
Chapter 122 of the laws of 1959. 

Besides Prudential, companies rep 
sented included Aetna Life, Coloni 
Equitable Society, John Hancock, 
tor Club Life of New Jersey, Muty 
of New York, Nationwide Life, and U 
ion Central. 

Since the hearing, Commissio 
Howell has announced that the re 
lations will go into effect Nov. 2. T 
means that any company writing v. 
iable annuities can make applicati 
from that date onward. However, 
dential has given no indication of hy 
soon it will be ready to apply. 








Hears Variable Annuity 


Exemption Arguments 
WASHINGTON—Securities & 3 
change Commission Wednesday hed 
1144 hours of arguments pro and con 
the applications of Variable Annu 
Life and Equity Annuity Life for 4 
emption from certain provisions in 
investment companies act of 1940. | 
Opposing the applications were 
tional Assn. of Securities Dealers 
National Assn. of Investment Comp 
nies. 
The: commissioners reserved decisi 
Briefs had been filed previously. 


Lutheran Brotherhood Has Gains 

Lutheran Brotherhood beat its 0 
goal of $50 million by $6,289,965! 
its two-month sales campaign dum 
August and September. The total # 
ure is also nearly $20 million mé 
than sales in the corresponding per! 
last year. On one day, as “pirthd 
gift” to President Carl F. Grant 
832 applications were submitted 2 
more than $5 million. Total insura 
issued and paid for in the first 1 
months was nearly 37% ahead of ® 
previous year, and for September, bis 
ness was up nearly 51%. 
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MOTIVATING MERCHANDISING § ~=——., 


in the hands of a skilled underwriter 
MAKES THE SELLING JOB EASIER! 


Ours is a sales promotion-minded Company. 
The merchandising display on this page is 
indicative of how we support the man in the 
Field. Available — at no expense to the Union 
Central agent or the broker — are thoroughly 
researched, carefully tested prospecting pro- 
cedures and sales presentations for every 
conceivable selling situation that may arise. 
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THE UNION CENTRAL LIFE INSURANCE COMPANY, Cincinnati 


Security for the American Family since 1867 
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LAA’s New Book Deals 
With Sales Promotion 


“Sales Promotion for Life Insur- 
ance Companies,” the first book of its 
kind published in the life business, 
will be introduced at the annual meet- 
ing of the Life Insurance Advertisers 
Assn. at Chicago next week. 

Consisting of 12 chapters, the book 
has been written by recognized lead- 
ers in the life business and specialists 
in sales promotion, and covers all 
aspects and uses of this specialized 
field. It is a project of the sales pro- 
motion research committee of LAA 
and is edited by Albert N. Beardshear 
of American United Life. 

Introduction of this book represents 


completion of a unique three part 
program initiated and financed by 
LAA. 

In 1957, “Life Insurance Advertis- 


ing’”’ was published by the advertising 
committee. Last year, “Public Rela- 
tions for Life Insurance Companies” 
was published by the public relations 
committee. This third book completes 
coverage of the three basic areas of 








And in the meantime 


benefits after only a 4- 


his peace of mind. 


He can also add Income Protection, Family Plan, 


How to protect a champagne 
future on a beer income 


Know a man who thinks he can not yet afford the amount | 
or kind of insurance he needs—and wants? Cheer him up! | 
We've a tried and tested answer to his problem. 


Occidental’s 5 year Convertible and Renewable Term... | 


Convertible to anniversary nearest age 65, to any one of a | 
wide variety of “permanent” plans—when he can afford it. 


Renewable up to age 64 if he prefers. 


Either —without further evidence of insurability. 
It’s his choice, when he wants to make it. 


LAA interests: Advertising, public re- 
lations, and sales promotion. 

The third volume was planned by 
the 1957-58 sales promotion committee 
under the direction of Frank T. Culp, 
Jr. It was brought to final form under 
the 1958-59 committee. 

The chapter headings and their au- 
thors are: 

Organizing for Sales Promotion, 
Morgan S. Crockford, Excelsior Life. 

Production, Ernest J. Wills, Equit- 
able Life of Iowa. 


Merchandising, Edgar Morton, 
North American Life of Canada. 
Merchandising Sales Promotion, 


Kenneth L. Brooks, Prudential. 

Material to Motivate Agents, Fran- 
cis J. O’Brien, Franklin Life. 

Sales Aids, William C. Heimburg, 
New York Life. 

Building Prestige Through Sales 
Promotion, Gordon Hull, Mutual Ben- 
efit Life. 

Helping Agents Sell Through the 
Use of Direct Mail, Norman L. Klages, 
Lincoln National Life. 

The Promotion of Life Insurance 
Through Brokers, Robert L. Fontaine, 
Continental Assurance. 

The Field Magazine, George Pease, 














if he qualifies—total disability 
month waiting period—to increase 


Mortgage Protection, Additional Term, and Family Income 
by rider—and later carry them over in the 


policy to which he converts. 


All in all—a sound and practical plan for men whose 
incomes don’t yet match their ambitions. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals... 





they last as long as you do! 
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Equitable of Iowa. 

Group Sales Promotion, 
Troth, New York Life. 

Sales Promotion of Personal Acci- 
dent & Sickness, Edgar S. Wescott, 
Bankers Life of Nebraska. 


Illinois Department Slates 


Hearing On Credit Cover 

The Illinois department will hold a 
hearing to determine the initial max- 
imum charge which insurers may col- 
lect on credit life and A&S coverage. 
The hearing will be held at 10 a.m., 
Oct. 28, at Springfield. 


Paul H. 


October 24, j4 











New Phone Book Ready 


For Dallas, Houston 


The Dallas and Houston Insy 
Telephone Directory has just 
published by the National Unde, 
writer Co. In it are the names, 4 
dresses and telephone number , 
persons active in Dallas and Hoy, 
insurance. Copies may be obtain, 
for $1 each from the National Unde, 
writer Co., 420 East Fourth St, 
Cincinnati 2, Ohio. 
















Officers and executive committee members of Massachusetts Mutual’s gene 
agents association meet with company officers at the home office for a series 
conferences. Seated from left are Walter R. Robertson, Boston, associat 
vice-president; Charles H. Schaaff, company executive vice-president; Mas 
chusetts Mutual’s President Leland J. Kalmbach; Robert L. Woods, Los Angel 
association president, and Earl C. Jordan, Chicago, association secretary-t 







snl 


urer. Standing are members of the association’s executive committee, from |e 
Ronald R. Reader, Lawrence, Mass.; Robert K. Powers, Spokane; John 
Humphries, Atlanta; Chester R. Jones, Washington, D.C.; Clarence A. Grimm 
Jr., Rochester, N.Y.; John R. Hartley, Denver; E. Leo Smith, Indianapolis, a 


Calmon P. Mendel, Savannah. 





REINSURANCE 











NEW YORK 
107 William St. 





in the A&S field takes 
“midnight oil” te main- 
tain. To keep abreast, we 
try to anticipate by re- 
search and analysis, to 
have ready adequate Re- 
insurance covers for every 


| 

| 

| 

MODERN PACE 
major hazard, 
way! 


CHICAGO 
175 W. Jackson 





Our service is easy to en- 
list—a letter opens the 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 





SAN FRANCISCO 
100 Bush St. 
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A composite picture of success 


This combination of photographs symbolizes the more 
than 450 qualifying members of the Leaders Association, 
New England Life’s organization of top salesmen. They 
have diverse appearances and personalities, come from 
different backgrounds, employ a variety of selling methods. 
Yet all of these men have a common base on which their 
success has been founded: belief in their product. 


Our Average Leader* believes so strongly in what he sells 
that his own life is insured for $96,950! And his enthusi- 
asm and ability led to a personal income of over $20,000 
average ($15,000 median!) last year, through sales of 
more than a million dollars of life insurance. The average 
size of the 51 policies he sold was $22,523 — four times 
the national average of the industry. 


Forty years old, a college graduate, a family man with a 
wife and three children — Mr. Average Leader is an 
unusually hard-working and independent businessman. 
And he firmly believes that his sales and income will be 
even better this year. They undoubtedly will; the Leaders 
of New England Life have a habit of getting what they 
go after. 


NEW ENGLAND 
Mbial LF Eee oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 


' 


*Based on the 275 returns received from a survey of the entire qualifying membership. 
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Some 200 Producers 
Qualify For Manhattan 
Life Sales Conference 


Some 200 producers 
Life qualified for attendance at the 
company’s agency conference at Vic- 
toria, B.C., where Thomas E. Lovejoy 
Jr., announced the winners of the 
Manhattan Club awards. 

In addition, 20 plaques were awarded 
to those agents who paid for $1 million 
or more of group or ordinary coverage 
during the club period. 

The 200 qualifiers made up the 
largest such group in Manhattan Life 
history. The Grosten agency at Los 
Angeles led in number of qualifiers 
with 13, and also in number of awards 
won with 12. 

Speakers at the four-day conference 


included Commissioner William A. 
Sullivan of Washington and Walter 
G. Gastil, manager of Connecticut 


General at Los Angeles. 

Commissioner Sullivan discussed the 
duties and responsibilities of insurance 
commissioners and the work being 
done by National Assn. of Insurance 


of Manhattan 


Commissioners. 

Mr. Gastil’s talk was titled “These 
Things I Believe.” In it, he reviewed 
his 34 years in the business. He 
credited life insurance with pulling 
the nation’s economy out of the great 
depression. 

A panel, “You Asked For It,” was 
moderated by Alfred Schlesinger, as- 
sociate general agent at Los Angeles. 
Seven members of Million Dollar 
Round Table took part in the discus- 
sion. They were William J. Schloen, 
Beverly Hills; Harry O. Klaser, St. 
Louis; Jack W. Gillespie, Memphis; Don 
B. Reynolds, Washington, D.C.; Adon 
N. Smith II, Charlotte, N.C.; William 
F. White and Herbert P. Jones, Pitts- 
burgh. 

George A. O’Dowd, superintendent 
of agencies, north central division, 
moderated a panel on servicing of 
policyholders. A. V. Rumolo, superin- 
tendent of agencies, eastern and south- 
ern division, headed a panel on visual 
aid selling. A group insurance panel 
was moderated by Sidney A. Borden, 
associate general agent at Los An- 
geles. 


FieNATIONAL UNDERWRITER 










October 24 
































































































4 


chelle, N. Y. 


Seven winners of Manhattan Life’s Manhattan Club award for leading 
ducers line up with President Thomas E. Lovejoy Jr. on the grounds of 
Hotel Empress, Victoria, B. C., during company’s annual sales confe 
From left are Basil Anderman, Richard M. Grosten, and Alfred Schlesi 
all of Los Angeles; Leon H. Sicular, New York; Mr. Lovejoy; Harold L, , : 
stein, New York; Harry O. Klaser, St. Louis, and Orlando A. Corini, New } 





You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 


The man who has earned the right to wear 
this coveted key—signifying that he is a 
CHARTERED LIFE UNDERWRITER—is a “key 
man” in every sense of the term. His suc- 
cessful completion of this specialized study 
program has earned him the respect of 
the industry and the public alike. The 
Prudential Insurance Company is proud 
that 536 of its employees have earned this 
professional designation and that, during 
1959, 61 more completed the cC.L.u. ex- 
aminations. In addition, 350 Prudential 
employees passed one or more parts of the 
c.L.U. course this year. The c.t.u. Agency 
Management course was successfully com- 


pleted by six employees, and 26 others 
passed one of the two parts. 

Prudential congratulates, too, the 1,228 
employees who, this year, brought to 
6,045 the number of Prudential Life 
Course Graduates of the Life Underwriter 
Training Council Course. Another 2,290 
completed one part of the Life Course in 
1959. With 777 having successfully com- 
pleted the Accident and Sickness Course, 
there are now 2,848 Prudential graduates 
of this area of study. To graduates, suc- 
cessful candidates and all who have chosen 
these paths to self-improvement .. . 

the Prudential salutes you. 
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Indiana Agents Set 
Midyear For Nov. 13 


Representing the initial step ip 
new association meeting pattern, | 
diana State Assn. of Life Undery 
ers will hold a midyear meeting 
Fort Wayne at the Van Orman kh 
Nov. 13. 

A panel of Indiana MDRT me 
bers, moderated by Wendell Dygeg - 
Fort Wayne, will be featured ak 
with the following speakers: ¢. 
Oshner, Columbus, O.; Russell Moo 
East Lansing; James Bettis, Indian 
polis, and Earl Nightingale, of “ 
Greatest Secret in the World,” fang <2 
Donald Williamson, Fort Wayne, 
general chairman of the meeting. 

Because the association voted lg 
May to abolish its 10-year old caray 
sales congress which had met in thr 
locations in the state in early spri 
the annual and midyear meetings w 
feature a sales congress in addition 
the regular business meeting. Annj 
meetings will be held in Indianapol | 
but the midyears will be held 
various locations. 





























Wrong Company Given 
In the Oct. 3 issue reporting the ¢ 
tion of Charles H. Bader as then 










writers Assn., 
was given as Interstate L. & C. He 





administrative vice-president of Int F 
state L. & A. 

Fidelity Interstate Life of Philai S 
phia has been licensed in Connectict 
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Chicago 4, Illinois 
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¢ Succeeds Lee As 
: Mawaii Commissioner 


“BSB Kam Tai “ee, Hawaii commissioner 
ince 1953, has resigned. His suc- 
L<cor is Y. C. Ho of Honolulu. 
ivr. Lee, 2 graduate of the Univer- 
y of Hawaii, was one of the most 
i ular commissioners in the NAIC. 
His successor is 36 years old and 
fq 1948 graduate of the University 
Hawaii and a law graduate of Yale. 
shas been with American Factors, 
shop Trust Co., American Mutual 
4. and Loyalty Enterprises. He is 
mediate past president of the Chi- 
Miese Chamber of Commerce. 
The Hawaii commissioner is also 
ate treasurer, securities commission- 
A, bank examiner and fire marshal. 

















pl I Department Slates 
redit Cover Hearing 


les confere 
; inf The Illinois department will hold 










age. The hearing will be held at 
10am. Oct. 28, at Springfield. 
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Chapman Principal In 
O’Toole Associates 


Thomas D. Chapman has been elect- 
ed a principal in O’Toole Associates of 
Queens Village, N.Y., management 
consultants who specialize in fire, cas- 
ualty, life and A&S. 

Mr. Chapman, after two years in 
personnel and systems consulting work 
in Ohio, joined Texas Prudential in its 
personnel and planning divisions in 
1952. He became assistant treasurer 
and served in the field as staff man- 
ager. In 1956 he joined O’Toole Asso- 
ciates. 


N. J. Blue Cross Has Over-65 Cover 

Individual coverage for persons over 
65 will be written by New Jersey 
Blue Cross, beginning Nov. 15. No 
medical examination will be required. 
Applicants will have a choice of the 
full comprehensive program or the 
modified coverage with deductible at 
a lower cost. Sixty days’ hospital care 
per contract year will be allowed for 
subscribers in the 65-69 age group, 
and 30 days for those 70 and over. 
Members over 70 were previously 
limited to 20 days. 
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We’re talking about the prospect who thinks 
he is uninsurable, or who may have been at one time. 
Perhaps he’s been declined, or rated too high. 

Manufacturers Life can turn many of these cases into 
sales for you. 


ler’s com 
L. & C. He 
ident of Int 


e of Philai 


n Connectict 3 : : are . é 

nncenyel Our pioneering record in underwriting on diabetics, 
ulcers, heart cases and many other impairments puts us 

wright in an excellent position to make a fair offer to your client. 


Call us for proof. 


TOCKS 


BRANCHES IN THE FOLLOWING CITIES: 


Baltimore © Boise © Boston e Chicago e Cincinnati e Cleveland © Columbus 
Denver © Detroit © Flint e Hartford e Honolulu e Lansing e Los Angeles e Miami 


ualty Minneapolis ¢ Newark © Oklahoma City e Philadelphia ¢ Pittsburgh e Portland © Richmond 
Saginaw ¢ San Diego e San Francisco e Seattle e Spokane e Washington, D.C. 
Also licensed in Alaska, Arizona, Delaware, Indiana, lowa, Kentucky, Maine, Missouri, 
Montana, Nevada, New Hampshire, Utah, Vermont and West Virginia 
au & Co. 
— THE 
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NOW! 

MORE SALES — 
_ MORE 
COMMISSIONS — 
WITH THIS 
NEW POLICY 


This booklet describes Patriot’s new Quadruple Protection Policy 





— a combination of whole life insurance paid up at age 65 and term 
insurance. It has special appeal to any prospect who needs greater pro- 
tection during his family’s growing years . . . and who also wants to 


have some insurance still in force, on a paid-up basis, when he reaches 65. 


Doesn't that describe 
a good many of YOUR prospects? 


The Patriot QUADRUPLE PROTECTION POLICY can meet their 


needs—and yours. Here are some of its features: 


e Face amount payable if death occurs before age 65. 

e Policy paid up for one-fourth face amount at age 65. 

e Premiums discontinued at age 65. 

e Liberal cash values. 

¢ Non-forfeiture options. 

e Cash value at 65 applicable to purchase of retirement income. 
e Issued to standard and sub-standard risks. 


e Minimum policy $10,000— issued at ages 20-55. 


ANNUAL RATES PER $1,000 
Whole Life Reducing at 65 Plan—Minimum policy $10,000 


(Including Quantity Discounts for Amount) 





Age $10,000 $25,000 Age $10,000 $25,000 
20 $7.58 $7.08 40 $15.81 $15.31 
25 8.64 8.14 45 20.19 19.69 
30 10.29 9.79 50 27.30 26.80 
35 12.54 12.04 55 37.46 36.96 
= 


Brokerage and Surplus business accepted through Patriot’s 22 General 
Agencies. Some immediate General Agency openings still available in 
New York, New Jersey, Pennsylvania and Connecticut. For further 
information including a copy of the booklet shown above, write to 
Arthur W. Theiss, Vice President. 


PATRIOT LIFE INSURANCE COMPANY 
650 Madison Avenue, New York 22, N. Y. 


Telephone: PLaza 1-6500 

















Persistency Symposium 
To Lead Off Wednesday 
Session Of LIAMA Meet 


The Wednesday session of LIAMA’s 
annual meeting at Montreal, Nov. 9-12, 
will open with a symposium on per- 
sistency, which will be moderated by 
Elmer L. Nicholson, 2nd vice-president 
of Connecticut General and chairman 
of LIAMA’s quality business subcom- 
mittee on company practices in con- 
serving business. 

In the education and training com- 
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mittee program which follows the 
symposium, Clifford L. Morse, com- 
mittee chairman and agency vice- 
president of Phoenix Mutual, and C. B. 
Metzger, vice-chairman of the com- 
mittee and vice-president of Equitable 
Society, will open a discussion of pre- 
contract training. A dramatic skit, a 
panel discussion and presentation of 
LIAMA’s precontract training program 
will be included in this portion of 
the program. Robert E. Dye, superin- 
tendent of agencies of John Hancock, 
will moderate the panel. 
Opening the afternoon session will 


be a symposium, “The Firing Line 
Climate,” in which Mort L. Levy, 
president of Life Underwriters Assn. of 
Canada; William S. Hendley Jr., 
president of NALU, and Leonard T. 
Smith, chairman of General Agents & 
Managers Conference of NALU, will 
participate. 

Richard C. Hageman, manager of 
Equitable Society at Cincinnati, will 
then speak on “A Climate for Suc- 
cessful Growth.” A speech by Alex- 
ander Hutchinson, 2nd vice-president 
of Metropolitan Life, will close the 
Wednesday session. 





AS N/W NATIONAL LIFE BEGINS ITS 75TH YEAR... 
Hugo Gailfus Finds Life Insurance 
Is for Living ... Even at 96 


Vincent W. Crary, manager of N/W 
National’s A. W. Crary Agency at 
Fargo, and Howard Leonard, N/W 
National agent at Rolla, give 96 
year-old Hugo Gailfus a $3000 check 
for the face amount of his 15-Pay 
Life policy purchased in 1908. 





IFTY-ONE years ago, Hugo Gailfus of Rolla, N.D., purchased a $3,000 policy from N/W National Life—a policy 
which has long since been paid up. Last month, coincident with the start of N/W National’s 75th Anniversary 
Year, Mr. Gailfus was handed a check for $3,000, the face amount of his policy. For at 96, Hugo Gailfus has out- 


lived the mortality table. 


When Gailfus was born in prairie-frontier surroundings, Abraham Lincoln still had two years to live. In 1885, 
the year N/W National was founded, Gailfus was a rugged 22-year-old, busy building a log-and-sod house on 


the 800-acre farm he still owns. 


Times were looking up in 1908 when he bought his N/W National Life policy. But wars, depressions and 
family crises lay ahead. “I am in trouble and want some money,” he wrote us in 1921. “I bought $2,000 worth 
of stock in a bank in California that failed and now they are making a 100% assessment. How much money 


can you advance on my policy? .. .” 


Some years later he wrote, “Owing to poor crops and poor prices . . . | think probably this is the first time | am 
unable to pay you. But hope that things will take a turn for the better.” Again, a loan tided him over. 


In depression-wracked 1933, Gailfus, with “pratically no crops, owing to drought and grasshoppers,’ 


* and 


doubtful if | could borrow money anywhere else,”” once more wrote us, “hoping you will be able to carry me 
until better times come.” And “carry him” we did, along with thousands of other policyowners. 


Thrifty Hugo Gailfus long ago paid back his policy loans. When the check for $3,000 was delivered to him, it 
marked more than the fulfillment of a half-century-old contract. It reaffirmed to life insurance buyers once again 
that N/W National can be lastingly relied on to keep faith with them, through good times and bad. 


N/W NATIONAL 


ife Insurance for Living 


Northwestern National Life 
Insurance Company 
Minneapolis, Minnesota 
Founded September 15, 1885 
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Star Salesman’s Wife 
Outlines Place Oi 


Woman In Business 
The basic truths that govern th 


role of an insurance man’s wife af" 


the same as those that make gq g 
marriage: understanding, . Cooperati. 


and love. This was the opinion of qf. 


such wife, Mrs. Charles McDowe) 
speaking at Tennessee Valley Lit 
president’s club convention. 


Mrs. McDowell, whose husbang 9 
: 


been all-star salesman for the 
two years, said the role of Womay 
the one “for which she was creg 
by God,” is the significant one of hely 
mate to her man in his business, 

Understanding is what the salesms 
needs on those difficult, discouragiy 
days which inevitably cross his pati 
Mrs. McDowell said. The wife ma 
even be the recipient of short word 
and thoughtless responses. But g, 
must endure those moments, retyp, 
ing soft answers and words of comfy 
and understanding. 


Know something about his busineg |i 


the speaker suggested. This enably 
salesman and wife to discuss it intg 


Octo! 


relativ 
suppo! 










ligently. And a knowledge of the bys. 
ness leads one to a belief in jt, « 
you believe in it, the world will a 
you to prove it and then you'll hay 
to examine your attitude toward }; 
personal insurance program,” she saii 

The wife must create interests fj 
herself. A hobby that suits her pe. 
sonality, while at the same time @ 
abling her to keep husband, hom 
and family as her chief interest, \ 
important. It is the means to a hap] 
and content life while one’s husbanj 
is away, Mrs. McDowell stated. 

Love means belief, and belief i 
one’s husband is all-improtant. Neve 
register any doubts, either in a 
word or attitude. “Even more 
the point, let him know daily that yo 
believe in him,’ Mrs. McDowell said 

“Reap your. greatest reward ij 
knowing that you are indeed a powe 
vital to his success, important to hin 
not simply because you are his wifi 
but because you are truly a helpmate 
she concluded. 


California Life Offers 
New Family Policy 


California Life is offering a ney 
family policy with one premium bas¢ 
only on the face amount of insurand 
issued to husband. The minimum 
eligibility has been reduced to || 
years. The maximum is 45 years. 

The policy is being issued in fad 
amounts of from $5,000 to $25,000 i 
multiples of $2,500. The amount d 
term on the wife is based on the 14 
lationship of her age to that of bé 
husband. Each child is covered on tt 
basis of one-fifth the face amount i 
sued to the father. 

Term on the wife expires when his 
band reaches age 65 and on the chi 
dren when he reaches 65 or the 
reach age 22, whichever occurs fits 


Wife or children may convert to “| ance 


er plans at the time of expiration 
the term insurance. 

Double indemnity for accident] 
death before age 65 and walver 
premium during total and permanetj 
disability starting before age 60 # 
included in the husband’s premiv? 





Employes Pass Education Course 

Life education courses were 
pleted by 277 employes of Occiden 
Life of California. Of this numbet,! 
passed LUTC courses, and 132 Life 


fice Management Assn. examinatioss 
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Life companies in Japan have twice 
revised the mortality tables since 
world War iI because of improvement 
of nearly 20 years in life expectancy 
i» that period, Gen Hirose, president 
: Nippon Life, Osaka, Japan, told the 
‘ymerican Life Convention’s annual 
meeting at Chicago. 

Mr. Hirose noted that because of 
the revision of the mortality table, 
policies are being offered at lower 
premiums. : 

“The endowment policy has hitherto 
een the typical policy,” he said. “Re- 
cently, however, significant changes 
have been found in all phases of life 
insurance policies. . . . 

People’s Thinking Has Changed 


“Life in postwar Japan has brought 
changes in people’s way of thinking as 
well as in income classes. There is 
a wide gap between the older genera- 
tin and the younger generation in 
their sense of life. The older genera- 
tion has been satisfied with a humble 
life. For them it is natural that their 
relatives should afford them financial 
Scuss it inte) support in case of need. . . . Under 
‘e of the busi these circumstances the primary func- 
lief in it, | tion of life insurance was neglected 


t his busines 
This enabld 


orld will af and people utilized a life policy as a 


N you'll hay measure for money-making. It is the 
le toward hif reason why the endowment policy has 
am,” she saif been cherished by the Japanese 


people.” : 
The younger generation today wants 


to improve their life and enjoy a 
higher standard of living, and the 
ties of blood are not so strong as in 
the “old days,” owing to the permea- 
tion of individualism, Mr. Hirose said. 


interests { 
uits her per 
ame time e, 
isband, hom! 
f interest, if 
is to a happ} 
me’s husban 
tated. 
ind belief i 
rotant. Neve 
ither in ac: 
en more t 
laily that yo 
cDowell said 

reward i 
deed a powe 
ortant to hin 
are his wifd 
a helpmate, 


Protection Now Recognized 


“Young generations have come to 
think it necessary to secure protec- 
tin for their wives and children at a 
lowest possible cost, while also enjoy- 
ing their life, as fully as possible,” he 
explained. “Here was formed a basis 
that the protection aspect of life in- 
surance has newly been recognized. 
“New policies have made their de- 
but successively these two years. The 
majority of them are of the protection 
types. Several companies have sold 
family income policies. One company 
and post office life insurance operated 
by the government started marketing 
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Pacific National Life 
Tries Letting Group 
Insured Charge Drugs 


A pilot program has been launched 
in Santa Clara County that permits 
some 600 families to charge their drug 
prescription bills to Pacific National 
Life of San Francisco. The program 
will enable families presently insured 
under a special group plan to have 
their drug prescriptions filled by 
county pharmacies displaying a spe- 
cial prescription emblem decal. The 
Insurer will pay for drugs up to a spe- 
tific amount. 
The pilot drug prescription insur- 
ace program follows by _ several 
months the start of Pacific National’s 
credit card insurance program, which 
i waiver provides A&S coverage to Bank of 
d permanel — credit card holders in four 
age 60 a fornia counties. 
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Forms Agency At Toledo 

Koehler Insurance Associates Inc., a 
general agency specializing in group 
life and A&S in the midwest, has 
Toh formed by Gerald J. Koehler at 
dledo. Mr. Koehler has been with 
orthwestern National Life. 
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Japanese Shy Away From Endowments 


family policies this year. Nippon Life 
started the sale of a triple protection 
policy this year. 

“This policy is a combination of 
term and pure endowment in the pro- 
portion of 3-to-1 or 2-to-1, according 
to the policyholder’s need. It offers 
double or triple protection until a 
policyholder reaches the age at retire- 
ment in much lower cost than other 
types of policies.” 

Mr. Hirose that 


also reported 


LIFE INSURANCE EDITION 


monthly premium policies have been 
sold on a large scale by private in- 
surance companies, and that group 
insurance has been developing at a 
faster tempo than ordinary policies. 
At the end of 1958 the proportion of 
group to total life insurance in force 
reached 14%. 


Aid Public Health 


Life companies in Japan have made 
many contributions toward public 
health, Mr. Hirose said. One example 
is a gift for research to the Cancer 
Institute by the Life Insurance Assn. 
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of Japan. Nippon Life set up the Nip- 
pon Life Hospital in 1924, and in the 
same year began to contribute to the 
Osaka gymnasium set up by the city. 

Life insurance assets have been 
used to develop the national economy 
and public welfare.. Huge groups of 
modern apartment houses are being 
built with the help of life insurance 
funds offered at a lower interest rate. 

Mr. Hirose said Japanese companies 
are patterning their agent training 
methods on those of U.S. companies. 
More than half of the Japanese agents 
today are women. 





prove that it could also be called a 
“Planned Career in Selling,’ be- 
cause if an agent will master the 
Planned Living presentation he can 
and will become a successful life 

insurance man.” 
Walter C. Leck, General Agent 
Chicago 


“Planned Living is beginning to 




























































































































































































national sales zones 


— has captured the imagination of the Company 
— has touched off a vigorous campaign of field support 
— has matured into the better way approach in less than a year 


— has stimulated these typical remarks from each of our 








“The great lift that Planned Living 
has given our Agency, particularly 
in the area of the ‘package sale,’ 
has thoroughly convinced us of its 
true worth as a sharply-honed and 
competitive sales aid.” 
C. Bruce Albert, Manager 
Seattle 


@ 








STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 








“The practical sense and appeal 
of Planned Living compels a hear- 
ing in every instance and almost 
always secures a favorable inter- 
view... this professional approach 
places our salesmen in a preferred 
position.” 
Richard F. Wagner, C.L.U. 
General Agent, Boston 





“Planned Living is the most sensible 
and interesting sales procedure we 
have ever used...in weeks, our new 
men are gaining the confidence 
and poise of veteran underwriters 

in their interviews.” 
W. Birch Douglass, General Agent 
Richmond 





“Planned Living has been accepted 

by our Agency as the intelligent 

approach to satisfying our clients’ 

present and future needs within 
one excellent visual aid.” 

Frank Rabinow, Manager 

Valley Stream, Long Island 





Worcester, Massachusetts 
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Colonial Life has entered the per- 
sonal A&S field with a guaranteed 
renewable loss of income plan, which 
was introduced to agents at the com- 
pany’s combination agency depart- 
ment’s annual business conference in 
Atlantic City. 

William C. Brown, vice-president 
and actuary, explaining why the com- 
pany had decided to enter the A&S 





Introduction Of Loss Of Income Plan 
Marks Colonial’s Entry Into A&S Field 


field, said it had done so for three 
reasons: to round out the coverage be- 
ing offered by Colonial agents; to in- 
crease agents’ earnings, and because 
of the social need for health insur- 
ance and the company’s feeling that 
this need can best be filled by pri- 
vate industry. 

Speakers at the conference included 
Commissioner Howell of New Jersey; 
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Percy Chubb II of Chubb & Son and 
a Colonial director; W. Thomas Fiquet, 
vice-president, ordinary agency de- 
partment; Holgar J. Johnson, presi- 
dent of Institute of Life Insurance; 
Robert R. Neal, general manager of 
Health Insurance Assn.; Richard B. 
Evans, Colonial president, and W. 
Sheffield Owen, vice-president for 
business development of Life of Geor- 
gia. 

Douglas J. Moe, secretary for per- 
sonal A&H, reviewed the loss of in- 
come contract for agents. It will be is- 
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This reproduction is one in a series of eleven original oil paintings 
by Walter Haskell Hinton which portray little-known events in the life 
of our Country's first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Washiviglon. ational 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 
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In 1746, at the age of 14, George 
Washington planned to leave home and 
join the British Navy in which his older 
half-brother Lawrence had served. At 
the last moment, tearful entreaties by 
his mother, Mary Ball Washington 
changed his plans. What fateful turn 
would history have taken if the future 
Father of Our Country had become an 
officer of the British Royal Navy? 
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sued to employed men to age 60 
is guaranteed renewable to the poly 
anniversary following insured’s ¢ 
birthday. Monthly benefits from 
to a maximum $500 are available g 
pending on benefit plan and occy 
tion. 4 
Income payment periods range froy 
two years to life for disabling agg.Pomes 8. 
dents and from one year to five fy 4 that 
sickness. Insured may select a with... wi 
variety of waiting periods. Premiun§nolul 
rates are based on period selecteif, the u 
The plan may be issued non-medical As wi 
ly depending on age, program anjipout 90 
benefits applied for. rams V 
Approved In 19 States - he 
Optional additional benefits included the 
among others, a hospital income benef the st 
fit or a hospital expense benefitfnce—a 
The plan, called “the Income Protee.fothing | 
tor A&H Policy” has been approvej itt 
in 19 states and approvals from othe 
er states are expected soon. The p! 
The business conference had a(DRT ' 
chairman Richard D. Nelson, execy.pvine J 
tive vice-president. | Commissionerpife of ’ 
Howell and Mr. Chubb welcomed first 
agents to the meeting. pia. Bi 
In a summary of what the busines#? °™ 
will be like in 1970, Mr. Fiquet sai} tM 
“Our market will be larger but dif-p SU 
terent—consisting of many of the veryfecimau 
young and more of the older. It will 
also consist of a very considerable 
number and proportion of gainfully 
employed older women. There will be fassach' 
new markets in new places. Therep@t OV! 
will be more ready-made fulfillment 
of basic needs, which means that thef ™ 
needs we shall be providing for wil x. 
be of the more complex variety, de- 
manding different appeal.” 


Johnson On Adequate Coverage 









































































Before 
vice- 























Mr. Johnson, in a discussion of ade- At the 


quate coverage, advised Colonial agentf'™. the 
to capitalize on the fundamentd pstions 
philosophy of the life insurance busi ittee W 
ness business. dent 


“Get yourself so thoroughly imbuei 
and enthused with the advantage}, 
that life insurance has that you, inplle 0: 
turn, can understand what constitutes mpc 
adequacy. When you are calling m 
your customers and your policyhold-—0 Bec 
ers you will be thoroughly imbuet} Life 1 
with what life insurance can do alli, whos 
there will be enough contagion be-$ge has 
tween your enthusiasm and your CUS-fnd thus 
tomer so the public will recognize thefy from 
question of adequacy immediately.”  bssociatic 

Mr. Neal, who reviewed the preset here alsc 
and future of the A&S business, de} meetin 
cribed the Forand bill and its all™ing the a 
and warned that in countries lik] Other 
England and Canada where govell- Americar 
ment health insurance programs havefille; C; 
been adopted, the results have bee! Montreal 
costly to the government and have Repender 
caused a reduction in service to the fille; Int 
public. In contrast, he pointed to the ras, San 
tremendous growth of  voluntaly real Lif 
health insurance in this country dul fnce of § 
ing the past 20 years as evidence that Brd Life 
government intervention is not need- 
ed. 
Mr. Nelson outlined the history 

(CONTINUED ON PAGE 15) 
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I volves Diligence 


The next annual meeting of the Mil- 

Dollar Round Table won’t take 
x place until next 
May, but the 14- 
man program com- 
mittee, assisted by 
the executive and 
nominating com- 
mittee, is already 
hard at work de- 
vising program 
features, discuss- 
ing them, discard- 
: ing most of them 
{ and polishing up 
ds range ~~~" those that are se- 
isabling acei.pomes B. Irvine Jr. lested—all to the 
ir to five fay (that when the Round Table mem- 
elect a wid xs wind up their next meeting, in 
ds. Premiyn onolulu May 19-23, the verdict will 
riod selectejf. the usual one: “Best ‘ever! 
non-medical.{ As with most notable achievements, 
program anifpout 90% of what makes MDRT pro- 
rams what they are 1s long hours of 
ard, devoted work. The high stand- 
rd of excellence that has character- 
1efits included these programs over the —— 
income bene the stimulus to still further excel- 
mse benefitfsyce—a determination to settle for 
‘ome Proter.fiothing less than the best possible. 


en approved mmittee Met Recently 


: a The program committee, headed by 
ice had apDRT Vice-chairman-elect James = 
Ison, execy.prvine JT., general agent of a 
‘ommissionerfife of Vermont at Chattanooga, pee 
> welcomedpts first meeting recently in Philadel- 

hia. But a full month before that 
e committee members had turned 
to Mr. Irvine their ideas for speak- 
rs, subjects and new presentation 
echniques for the 1960 annual meet- 
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Before the program committee met, 
vice-chairman, Ewing Carruthers, 
fassachusetts Mutual Life, Memphis, 
ent over all this material and made 
summary of it, which was put into 
workbook for each committee mem- 
er, the material being classified ac- 
ording to special activities, topics, 
d speakers. 

ial-Run Sequence Worked Up 






















‘age 
At the program committee’s meet- 
ng, the members brought out sug- 
estions in addition to those in the 
mary. Then, as a group, the com- 
ittee worked up a trial-run sequence 
Mf events, from registration right on 


e Of Alaska Is First 
mpany From 49th State 

calling on 

olicyholi-f0 Become LOMA Member 


y imbue(} Life Insurance Company of Alas- 
in do and 





ion of ade- 
mial agents 
indamental 


‘ance busi- 














ily imbued 












d thus becomes the first life compa- 
y from the new state to enter the 
ociation. Eight other companies 
e presell Krere also approved for membership at 
ness, des- meeting of LOMA’s directors dur- 
its aims ng the annual conference at Chicago. 
tries like} Other new member companies are 
| goverl- American Investment Life, Nash- 
ams havefilles Caisse Nationale d’Economie, 
ave beel Montreal; Global Life of Toronto; In- 
ind hav fenendent Life & Accident, Jackson- 
e to the Fille: International Life of the Amer- 
cd to the as, San Juan, Puerto Rico; Mon- 
roluntalY freal Life, Montreal; Rondalia Assur- 
try dul fnee of South Africa, Pretoria; Stand- 


once tha rd Life of Montreal. 
ot need- was 









story of | Guarantee Life of Washington, D.C. 
:) ’s been licensed in Virginia. 


Developing MDRT Meeting Program =~ 


And Teamwork 


through to the end. 

The committee’s discussions, which 
were recorded by a steno-typist, will 
be summarized by Donald Shepherd, 
John Hancock Mutual, Quincy, Mass., 
program committee vice-chairman, 
and sent to all members of the com- 
mittee. 

Each member is asked to take the 
summary and work out his idea of a 
program for the annual meeting. All 
these suggestions then go to Mr. Irvine 
and to the MDRT chairman-elect, 
Robert S. Albritton, Provident Mutual 
Life, Los Angeles, who take it from 
there and develop the final program. 

Thus, there are three complete cy- 
cles in which the program committee 
works on the program: (1) suggestions 
made by the members on their own, 
without previous discussion with oth- 
er members; (2) the “brainstorming” 
sessions at which the members have 
the stimulus of discussion to spark 
new ideas; (3) development of pro- 
posed program formats by each mem- 
ber. 





LIFE INSURANCE EDITION 


Have You Ordered Yours Yet? 
the new R & R PRE-INDUCTION TEXT 


It covers: 


| ; ; The Career of Life Insurance Salesmanship 
information The High Standards of Life Insurance 
i . ° Salesmanship 
lnsp lira tion How Life Insurance Solves People’s 
3 . oe e . 
Where Sales Come From 
motivation How You Learn to Sell 


The Importance of Personal Efficiency 


Completion of the TEXT with its revealing 
questionnaires will tell you things about 
your man you couldn’t possibly learn in any 
other way—will help you better determine 
his fitness for the business before you have 
invested time and money in training and 
financing. 


PROCEDURE MANUAL for use by home 
office agency executives, general agents and 
managers also available. 


Prices: 1-4 copies, $2.90 each; 5-24 copies, 
$2.75 each. Larger quantity prices on request. 


PROCEDURE MANUAL: $1.25 


Special Introductory Offer: One copy of both 
TEXT and PROCEDURE MANUAL: $3.50 net 


& 


4 


7% 


RESEARCH & REVIEW SERVICE 


of America, Inc. 


HILBERT RUST, C.L.U. President 
‘INDIANAPOLIS, INDIANA 


| CONGRATULATIONS... 


Our sincere congratulations to the petroleum indus- 


try on its centennial anniversary. 
. Without oil and gasoline, our Field Men would still be 


y getting around with horses and buggies, ... and with 
7 more than 8” million policies in force, that would take 


_ a lot of horses and buggies! 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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North American 
Accident Issues 
New Income Plans 


North American Accident is issuing 
non-cancellable and guaranteed re- 
newable disability income plans to 
men ages 21-55, with accident bene- 
fits payable for two years, five years 
or life, and sickness benefits payable 
for two years or five years. Monthly 
indemnity limits are $400 North 
American, $900 all companies. 


A major medical expense policy, al- 
so guaranteed renewable, is available 
to adults ages 18-59 and dependents 
30 days to 18 years. Deductibles and 
maximums are $250—$5,000; $500— 
$7,500, and $1,000—$10,000. 

Inter-County Hospitalization Plan 
(Blue Cross) has requested a 25% in- 
crease in hospitalization rates in the 
Pennsylvania counties of Montgomery, 
Bucks, Chester, Lancaster and Dela- 
ware. The plan reports losing from 
$23,600 to $45,000 a month for the past 
five months. 


HteNATIONAL UNDERWRITER 





Says Leaning On 
‘Outsiders’ Hampers 
Manpower Growth 


“One of the reasons that many pro- 
grams of management and manpower 
development are falling short of estab- 
lished goals is the tendency to get 
away from fundamentals and for man- 
agement to rely on ‘outsiders’, i.e., staff 
people or consultants, to do the basic 
work which only managers themselves 
must do if healthy results are to be 





Give lam a ring 


When you phone 
The Man from Manhattan, 
chances are your problem 1S over. 

















Better phone The Man from Manhattan 


THe MANHATTAN LIFE 


Home Office: 111 West 57th Street, New York 19, N.Y. 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





HERE ARE JUST A FEW 
OF MANY WAYS 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 


HE CAN HELP: 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


, 


* Century 
A 
bi 


bey 
Be 


of New York, 


Our 2nd 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy —old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


INSURANCE COMPANY 
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obtained,’ Edwin S. Raub oi Edwarq 
N. Hay & Associates of Philadelphi, 
told the Agency Section of the Amey. 
can Life Convention at its meeting jp 
Chicago. 

Mr. Raub reviewed the work don 
in the name of management or map. 
power development since World Wy 
II, including the problem of commynj. 
cation. He said that while Manage. 
ment has “managed” functions, prob. 
lems have arisen when this has beep 
done almost exclusively with a ¢op. 
comitant avoidance of the Manage. 
ment of people, a more difficult and 
sometimes unpleasant task. One plage 
where the latter is most apparent jg 
when a manager is face with the task 
of disciplining “delinquent” employes, 


Management Fails To Tell 


“Related to the problem as broaq); 
conveived is the fact that manage. 
ment tends not to clearly establis, 
goals and objectives nor to communi. 
cate a company philosophy,” said My 
Raub. “This problem begins with the 
chief executive and naturally per. 
meates down through the organiza. 
tion. Without some ‘rules of the game’ 
as guidelines, there tends to be little 
cohesiveness or integration of the 
multi-functions of management, with 
the result that divisions and depart. 
ments become discrete entities jp 
themselves and are often conceived 
by their heads disproportionately jin 
relation to the total enterprise. : 

“The solutions to this broad prob- 
lem require broad and _ systematic 
planning, beginning with the chief 
executive, and most significantly re- 
quire hard work over a longer period 
of time for good results. One cannot 
swallow an elephant in one bite. Once 
senior officers establish policies as 
well as company and division objec- 
tives it then becomes possible and 
necessary to define the accountabili- 
ties of each job, or in other words, the 
basic results in each case which a 
job is established to accomplish. 


‘Accountability Interrelationships’ 


“There then begins the process of 
accepting and understanding these ac- 
countabilities, understanding on the 
part of the superior and the subordi- 
nate. Furthermore, there must be an 
understanding of the accountability 
interrelationships of jobs to assure co- 
hesiveness and compliance with com- 
pany goals. Again this must begin # 
the senior executive level. 

“After all is said and done, th: 
solution boils down to the traditional 
development of people on their pre- 
sent jobs and hinges on the superior- 
subordinate relationship. The defini- 
tion and understanding of account- 
ability facilitates this process and 
brings co-ordinated meaning to the 
heterogeneous functions of manage- 
ment.” 

Mr. Raub spent considerable time 
elaborating on the process of identify- 
ing job accountabilities and how this 
is used to develop people and com- 
municate with them. 


Loyal Protective New Life 
Business Up 45% In Sept. 


Loyal Protective Life’s new busines 
—both life and A&S—in Septembe 
established a company record. Nev 
life business for the month was W 
45% and A&S business gained 38% 

The record month followed a sue 
cessful summer sales contest Wi 
accounted for an increase in neW 
business of 42% for the two monls 
ending Aug. 31. In the same peri 
A&S new business climbed 85%. 
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t, W. Cheney To Be 
New President Of 
Modern Woodmen 


T. W. Cheney, assistant to the presi- 
gent of Modern Woodmen, will become 





H. L. Ruff T. W. Cheney 


president of the society on Jan. 1 when 
he will succeed H. L. Ruff, who has 
announced his intention to retire. In 
other changes, F. J. Gadient, actuary, 
was named to the board of directors, 
and J. W. Arndt, eastern Wisconsin 
agency manager, was appointed to 
succeed Mr. Cheney as assistant to 
the president. 


LIFE INSURANCE EDITION 


Mr. Cheney has been with Modern 
Woodmen since 1935, starting with the 
home office agency department. After 
five years with the air force during 
World War II, he returned to the 
society in 1946 as Oklahoma manager. 
He was made a director and assistant 





J. W. Arndt F. J. Gadient 


to the president in 1954. 

Mr. Gadient has been a member of 
the home office staff since 1929 and 
was named actuary in 1938. . 

With the agency force since 1948, 
Mr. Arndt was manager in Colorado 
for five years and has been manager 
in eastern Wisconsin for Modern Wood- 
men since 1952. 





WE SAID Tea 
AND WE’RE GLAD! 


WHAT ABOUT THE AGENT WHO IS 


INTERESTED IN 


ANSWER WAS 


OUR 


“MANAGEMENT”? 





This company subscribes to the policy of encourag- 
ing underwriters who are qualified to go into man- 


agement work. 


Instead of waiting for an opportunity to unfold, we 
frequently go to considerable lengths to create an 
opportunity when the time is ripe. 


Our Assistant Manager plan permits an individual 
who is ready for management to devote part of his 
time to building and training a unit within an 
agency office. The balance of his time is spent on 
personal production. An intensive training period 
precedes this type of activity. 


Our expetience has shown that this plan permits a 
man to build solidly for the responsibility of full- 


time management. 


We are proud of the fact that over two-thirds of our 


present managers have 


“come up through the 


ranks” of our own organization. 


then, we’ve grown from $% 





Our philosophy has not changed . 


This series of advertisements first appeared in 1947. Since 


billion to $2% billion in force. 
. our size has quintupled. 


We like to think these and other basic beliefs had some- 


thing to do with it. 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE: 





SACRAMENTO 


Mutual Benefit Holds 
Group Sales Meeting; 


Business Gains 139% 
Mutual Benefit Life held its second 
annual group sales conference, this 
year at Oyster Harbors Club, Oyster- 
ville, Mass., where Robert C. Mc- 
Queen, vice-president in charge of 
group insurance, reported that the 
group division paid for $100,796,096 of 
business. during the first eight months 
of 1959. This is an increase of 139% 
over 1958 business in the same period. 
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The conference consisted of a series 
of workshops and discussions. Princi- 
pal speakers, in addition to Mr. Mc- 
Queen, were Charles G. Heitzeberg, 
vice-president in charge of agencies, 
and William F. Ward, vice-president 
in charge of underwriting and issue. 


Officers Take Part 


Mutual Benefit group officers tak- 
ing part in the program included 
James P. Moloney, director of group 
sales, who served as moderator, Ray- 
mond C. Rouse and Robert Shapiro, 
assistant directors of group sales. 





NORTH.. 




























for larger production. 


for a job of quality production. 


SOUTH... 


Democracy is Not 2 Party 


...IT’S A WAY OF LIFE! 


* 
ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES .. 
deserve to own your own business—not just rent it! 
* 
ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... You 
: should have vested interests for yourself and your heirs. 
* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES... 
should have policies designed to meet the “wants" of your prospects. 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... The 
producer should be awarded a greater percentage of commissions 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES .. 
producer should receive a greater percentage of renewal commissions 


* 


ALL AMERICAN LIFE & CASUALTY COMPANY BELIEVES ... Men 
gravitate to what is best for themselves and their families. 


Why not investigate NOW one of the most talked about com- 
panies in America and learn the startling facts about Democ- 
racy in action—through the outstanding contracts and policies 
of All American Life & Casualty Company. 


EAST... 


WEST... 


- You 


You 


. The 


WRITE: 


Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 





"ALL AMERICAN 


. Cc 
Lec Or Lovin Company ol Trot NeXommn COL Tes 


General Offices: ALL AMERICAN BUILDING, 


PARK RIDGE, ILLINOIS 
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F2NATIONAL UNDERWRITER 


Editorial Comment 
N. Y. State Assn. And 100-To-1 Group 


The New York State Assn. of Life 
Underwriters has taken a _ valuable 
and constructive step in getting from 
the New York department an opinion 
on whether the type of group case 
written obviously for the benefit of a 
corporation’s owner or a favored few 
top personnel is really group or not. 
The answer was that in the absence 
of a consistent pattern of gradation 
the plan does not meet the require- 
ments for group underwriting. This 
fact, of course, changes the federal 
income tax status of the plan marked- 
ly. 

There has been a tremendous up- 
surge in this type of plan in recent 
years, in a wide variety of versions. 
Often it is a “group on group” case 
that is “carved out” of the general 
run of employes, so that only a few 
key people get the benefit of it. It has 
been galling to many agents who 
were fully versed in the writing of 
this type of coverage to feel they had 
to hold off because they couldn’t con- 
scientiously recommend it to their 
clients. Some others of course rec- 
ommended it on a calculated risk 
basis. But that is far from being a 
satisfactory way of doing business. 
No matter how carefully the agent 
warns the client that there is an ele- 
ment of uncertainty in the savings 
promised by the proposed plan, the 
agent is likely to suffer a loss of 
prestige when the calculated risk 
turns out unfavorably. 

It may take some time to find out 
how the department’s opinion applies 
in various types of situations and 2n 
even longer time for its opponents 
to get the final answer in the courts, 
if they decide to fight the opinion. 
But whatever the outcome it will 
mean that everybody affected by the 
New York law will be operating un- 
der the same ground-rules. It is not 
good for the prestige of the institution 
of life insurance that the legality of 
any type of coverage should continue 
in such a beclouded state that nobody 
can say for sure whether it is allow- 
able or not. 

If the matter is to be taken to court, 
we hope it will have a fast trip to 


the top tribunal. Too much is at stake 
to permit it to bog down in the usual 
lengthy processes of justice —R.B.M. 





Personals 


James B. McIntosh, administrative 
vice-president of New England Life, 
has been elected a director of Mer- 
chants National Bank of Boston. 


William R. Robertson, general agent 
of Massachusetts Mutual at Boston, 
has been elected chairman of the 
Cornell University council, an organi- 
zation of 250 alumni who assist the 
university in the development of its 
resources. 


Deaths 


JOHN C. PHILLIPS, 64, secretary of 
Modern Woodmen, died. He joined the 
company in 1912 
and became assist- 
ant to the president 
in 1938. A board 
member since 1949, 
he was. elected 
secretary in 1954 
to succeed H. L. 
Ruff, who was 
elected president 
at that time. 

He served tw) 
terms as president 
of Illinois Frater- 








J. C. Phillips 

nal Congress and was a past president 
of fraternal field managers association 
of National Fraternal Congress. He was 
also a member of the secretaries’ sec- 
tion of the congress. 


ARTHUR DENGLER, 73, treasurer 
and director of Minnesota Commercial 
Men’s Assn. for 28 years, died at Min- 
neapolis. 


GEORGE V. METZGER, 76, retired 
general agent of Northwestern Mu- 
tual Life in Kansas City, died. He 
was with the company for 46 years, 
21 as general agent. He retired in 
1953. 


CHARLES M. MAXWELL, 57, for- 
mer president of Des Moines Assn. 
of Life Underwriters, died of a heart 
attack. He retired in 1954 as state 


manager of Connecticut General, al- 
though he served the company in an 
advisory capacity until failing health 
caused him to resign in 1956. He was 
with Equitable Society in out-state 
Iowa before moving to Des Moines 
in 1935. 





New Wisconsin 
Handbook Published 


A new Underwriters Handbook of 
Wisconsin has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Wiscon- 
sin handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 











Dorfman Appeals 


Allen M. Dorfman, the Chicago 
agent whose license renewal was de- 
nied by the Michigan department, has 
taken the case into the circuit court 
on appeal. Mr. Dorfman also is without 
a license in Illinois and has lost his 
non-resident’s license in Kentucky. 

Under the names of two Chicago 
agencies, he had handled the group 
contracts on the Michigan Conference 
of Teamsters. Testimony in the con- 
gressional rackets subcommittee hear- 
ings involved this business and linked 
Mr. Dorfman with James A. Hoffa, 
president of the teamsters union. The 
Michigan department ordered a hear- 
ing and several sessions were held 
extending beyond the April 1 dead- 
line for renewal of the existing li- 
cense. Among the charges against Mr. 
Dorfman were that he had applied for 
licensing of an agency not licensed in 
Illinois, the domiciliary state; he had 
retained large lay-off premiums for a 
protracted period without accounting 
to the insurer, and had absorbed the 
premium cost for the coverage pro- 
vided for Mr. Hoffa and several union 
executives. 

Mr. Dorfman charges that the find- 
ings of the department were not sup- 
ported by evidence and that he was 
denied the due process of law. 


Lafayette (Ind.) Assn. of Life Un- 
derwriters heard an address by Earl 
R. Harlan, professor of speech at Pur- 
due University, on “Women Are Dif- 
ferent As Sales Prospects.” 
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Stocks 


By H. W. Cornelius of Bacon, Whipple ¢ Co 


135 S. La Salle St., Chicago, October 20, 1959 
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Bia 
$ 
Aetna Life 225 
Beneficial Standard. .............06 17 
Business Men’s Assurance 40 
Cal.-Western States _......... 112 
Commonwealth Life ..... 21% 
Connecticut General ...... 330 
Continental Assurance 143 
Franklin Life. ................ 77% 
Great Southern Life ........000000..... 83 
Gulf Life 23 
Jefferson Standard uu... 95 
Kansas City Life ......... 1450 
Liberty National Life 61 
Life & Casualty ............cccccssssesessees 2014 
Life of Virginia .............ccceeseeene 50 
Lincoln National Life .............. 220 
I Bi, Oe Be einicccetreinicseassenics 109% 
North American, Il. 15% 
Nw. National Life . 95 
Ohio State Life ... 260 
CE Te Tbk nccesecessccccssesscssesessssease 64 
Republic National Life ................ 71 
Southland Life nese 96 
Southwestern Life 00.0... 150 
Travelers 81 
ERNPAGEs, CREP. sssscicessecosencaressusesseseoneseea 461, 
U. S. Life 39 
Washington National ............008 59 


Wisconsin National Life 


Economics Society 
Elects Hellgren Of 


Lumbermans Mutual 


J. E. Hellgren, 3rd_ vice-president 
of Lumbermens Mutual Casualty, 
elected president of Insurance Eeo- 
nomics Society at the annual meet- 
ing in Chicago. He succeeds Paul W. 


Watt, 
tional. 


president of Washington 


Vice-presidents are W. J. Hamrick, 
Gulf Life, and J. W. Scherr Jr., Inter- 
Ocean. H. O. Fishback Jr., North- 


ern Life of Seattle, is secretary. 


Elected to the executive committe 
for 3-year terms are Travis T. Wal- 
lace, Great American Reserve; V. J. 
Skutt, Mutual Benefit H.&A.; S. L 
Horman, Time of Milwaukee; Watson 


Powell Jr., American Republic, 


C. G. Ashbrook, North American Life 


of Chicago. 


Reviewing the 1959 legislative de- 
velopments, Managing Director E. i. 
O’Connor reported the successful dis- 
position of 14 compulsory cash sick- 
ness bills introduced in 10 states. He 
emphasized that “no state has adopted 
a compulsory cash sickness plan since 
1949, although since that time 18 
such bills have been introduced in 
Mr. O’Connor then out 
lined the problems ahead next year 
both in Congress and in the states 


21 states.” 


Two Atlanta Inurers 
Propose To Consolidate 


A merger of General Assurance and 
Universal American Life, both of At 
lanta, has been proposed to stock 
holders. General Assurance would be 
the surviving company but would 
take on the name of Universal Ameri 


can Life. 


The proposal provides for four Uti 
versal American directors to serve 
with directors of the present Gen 


Assurance. 


The resulting company would have 
assets of $2.5 million, capital of $500,- 


000 and unassigned surplus of $1 


lion. Life insurance in force would 


be $35 million. 


University National Life has be? 


licensed in Colorado. 
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“The job before us is to relieve the 


18 J eral or state government of any fur- 
a ther obligation in 
24, the health insur- 
335 ance field,” V. J. 
146 Skutt, president of 
bas: Mutual of Omaha 
told the 59th an- 
nual meeting of In- 
1475 ternational Claim 
Assn. in Miami 
52 Beach. 
ba Mr. Skutt said 


that, as good citi- 





101 zens, it was the 
275 responsibility of 
. Walter T. May neunle ta. 
10 ealth insurance business to provide 
135 [yecoverage the public needs, to service 
: and thus leave the federal govern- 


4 pent free to concentrate on those jobs 
6 [hat it is best suited for—maintaining 
48 








b strong economy and the national se- 
wity, the development of friendly in- 
, non 
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LIFE INSURANCE EDITION 


_J. Skutt Urges Relieving Government 
f Any Obligation In Health Business 


ternational relations and foreign trade, 
and establishing and maintaining a 
sound monetary system with a balanced 
budget. 

During the meeting, Walter T. May, 
claim secretary of Massachusetts Mu- 
tual, was elected association presi- 
dent. Other officers elected were Her- 
man H. Bijesse, Guardian Life, vice- 
president; Louis L. Graham, Business 
Men’s Assurance, secretary; John Mc- 
Alexander, Bankers National Life, 
treasurer, and Stanley L. Peterson, 
Aetna Life, chairman of the execu- 
tive committee. 

Elected to the executive committee 
were Kenneth Barrows, Bankers Life 

(CONTINUED ON PAGE 22) 


Colonial Life 
Enters Ad&S Field 
With Income Plan 


(CONTINUED FROM PAGE 10) 
combination companies over the last 
three decades as compared to strictly 
ordinary companies and pointed out 
the improved position of the former 
in the industry and particularly the 
percentage of ordinary life insurance 
sold by combination companies. 

Richard G. Mulholland, manager of 
the group department, introduced two 
recent developments in  Colonial’s 
group coverage—coverage for groups 
from four to nine lives and the sale 
of group plans through combination 
agents on a debit basis. 

A new sales training program was 
explained by Frank N. Viscardi, field 
management consultant. The program, 
entitled “You’ll Earn a Fortune,” is a 
visual training technique devised to 
help producers present and close a 
simplified life insurance program in a 
single interview. 

President Evans’ portion of the pro- 
gram was devoted to a look ahead 
into Colonial’s future and that of the 
business as a whole. In the latter por- 
tion of his talk, he referred to two of 
his recent addresses—one during the 
combination companies. section of 
LIAMA and the other, his presiden- 
tial address at Life Insurers Confer- 
ence. 

“In both cf these talks,” he said, 
“I called attention to the stresses and 
strains that have developed in inter- 
company relations. The recent feder- 
al tax problem left many scars. The 
family plan and minimum deposit 
plans also have developed relationship 
problems. It is important that we 
bring our life companies together 
again and you field men can do a 
great deal to accomplish this.” 

At the final luncheon of the con- 
ference, 88 Colonial agents, 24% of 
the combination agency field force, 
were honored as National Quality 
Award winners. 

Mr. Owen, speaker at the luncheon, 
after paying tribute to the large 
number of Colonial qualifiers, said, 
“We have a right to be proud of our 
business. We sell the best investment 
because it provides the largest possi- 
ble return at the time it is needed 
most. We may never accumulate a 
fortune. We may never be able to en- 
dow charitable institutions. But our 
efforts will make charity unneces- 
sary for thousands of old people, wom- 
en and children.” 
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BETTER IN YOUR HANDS 
... than in your competitors! 


VIP_The new GUARANTEED 
RENEWABLE POLICY with 
more competitive rates and plans 
for the widest possible range of 
occupations. 


MOD 3 —A permanent partici- 
pating life insurance contfact 
that will meet your toaghest 
non-par competition. 


The MOD 8 and VIP give you an important selling edge. In addition, 
handsome sales kits, expensively produced and written to assist you 
in prospect motivation, are yours for the asking. 





FOUNDED 1850 


INSURANCE COMPANY IN THE CITY OF NEW YOR 
THE OLDEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN AMERICA. 




















Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,000 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 
67 WALL STREET 
NEW YORK 5, N. Y. 
BOWLING GREEN 9-5726 ESTABLISHED 1954 




















Home Office Changes 


Prudential 


Kenneth C. Nichols, executive di- 
rector of the group department since 
1958, and Frank P. Woodruff, execu- 
tive director of architecture and en- 
gineering since 1952, have been 
elected 2nd vice-presidents. Mr. Nich- 
ols joined Prudential at Los Angeles 
in 1949 and, in 1956, was transferred 


to Minneapolis and promoted to direc- 
tor of group sales and service at the 
regional office there. Mr. Woodruff 
has been with the company since 
1930. 

Donald P. McEwan, assistant man- 
ager in the Chicago regional home 
office, has been promoted to public 
relations and editorial manager, ad- 
vertising and public relations depart- 


FeNATIONAL UNDERWRITER 


ment, there. He went with the com- 
pany at the Newark home office in 
1951 and was transferred to Chicago 
in 1953. 


Pan-American Life 


In the actuarial department, E. F. 
Holtzman, associate actuary, has been 
appointed senior actuary and James 
R. Gillan and Richard M. Fridley, 
assistant actuaries, are promoted to 
actuaries. Mr. Holtzman has been with 
Pan-American since 1920, was named 





point of view 


safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that 

an agent can succeed 
more quickly in an 
atmosphere of success. 


oe MUTUAL agents are in- 
spired to set their sights high... and 


they are given every aid to help them 


reach their goals. 


As a result, new men are quick to make 
impressive records. An unusually high per- 
centage of Northwestern Mutual agents be- 
come members of the MDRT: 8.7% as 
compared to 1.1% for all companies. Our 
agents also lead in achieving the CLU des- 
ignation: 15.5% as compared to an all- 
companies average of 2.8%. And 36% win 
the National Quality Award as compared 


to 5.9% for all companies. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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in 1923 


assistant actuary 





ciate actuary in , aA 
joined the company in 1949, was prod. life 
moted to actuarial supervisor in 195) ied t 





and assistant actuary in 1955, y, Assist 
Fridley joined Pan-American as asfociate 
sistant actuary in 1958. pol : 
ert H. 
New England Life iy. 
George C. Jq 
eph, since 1959 q, 
general agent ; 
Newark with oe 
Vernon Bowes & 
returned to thd an 
home office, tid scan 
time as director , ee y 
agencies. Mr, Jy§” in 1 
eph joined Nef 
England as aq" ss 
agent at Toledo jy ag A i 
1946, was tran: vice-p T 
George C. Joseph ferred to Newarj ince 19 
in 1949 as supe} : 
visor and, in 1951, became assistay 
superintendent of agencies. He is pad 
president of New Jersey Life Unde. 
writers Assn., Newark Life Supe| 4. Gr 
visors Club, Newark Life Underwrite ,¢ the in 
Assn. and Newark General Agents {fie cit} 
Managers Assn. Mr. Bowes will contin§ jen n: 
ue as general agent at Newark. acting n 


Equitable Of lowa 





T. L. Cobine has 
been elected agen- 
cy secretary. He 
joined the H. A. 
Hedges agency of 
Equitable in 
Kansas City in 
1951. After three 
years of field ex- 
perience, he went 
to the home office 
to assist in educa- 











branch managef #book are: 
Continental Cast 
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tion and training since 193 
activities and in T. L. Cobine 
1957 was advanced iii OLD 
to agency assistant. lll, has 
public re 
° ° assistant 
Colonial Life ee 
Albert A. DeCicco has been pr relations 
moted to sales promotion supervis / 
of the combination agencies depar: AMER 
ment. He began his life insuran Memphis 
career with Colonial in 1954 as iels _— 
agent at Vineland, N.J., and wai. In 
transferred to the sales promotion ded A 
partment in 1958. superviso 
BENEI 
North American Accident |:opointec 
sonnel dit 
Paul M. 3 

strong has Indian 
appointed ag | 
supervisor. He Sever a 
: 3 formerly agen A numl 

; J supervisor of Pro'4structure 
4 ; ident L&A. Mor Policy 
’ Jacksonville, Fl indianapc 

£ and has bee 4changes 















. en, 
Paul M. Armstrong saad en 
and introc 
Travelers cancellabl 
The ne 
In the life underwriting dep new anq 
ment, former underwriters aMdividends, 


chief underwriters are Walter “death ben 
Marthins, Nobert B. Flynn and Hel to age 70 
ley E. Hill. Assistant underwilfamounts ¢ 
appointed underwriters are LeoM@] Another 
W. Varkal, Richard T. Hill and RoParent Fa, 
S. Martin. : family ple 

William I. Struble, associate “arent to 
tuary in the life actuarial depart tader- p) 
is appointed actuary in the acclettive tc old 













er 24, ISabtober 24, 1959 


nd asgf.g group actuarial department. Rich- 
Mir. Gillafird A. Leggett, associate actuary in 
9. was Dtofie life actuarial department, is pro- 
SOY in 195) noted to actuary. 
1955. Mp assistant actuaries promoted to as- 
Can as afociate actuaries in the accident and 
roup actuarial department are Ro- 
jt H. McMillen and John W. Hunt- 
ife ley. 


Be C. Ios] 


Franklin Life 
1Ce 1952 e/ 


William A. Rigs- 
af ee has been elect- 
an assistant 
if ;ice-president. He 
joined the compa- 
ny in 1956 and has 
yen administra- 

five assistant to 
ile A. Frederick, 
Was _ tran; vieesp resi dent, 
to Newatif ince 1957. 


W. A. Rigsbee 


. He is pag 
Life Under. 
sife Super. 
Inderwriter 
1 Agents { 
will contin 
ark. 


Equitable Society 


H. Gregory Shea, assistant manager 
ofthe industrial properties division of 
the city mortgage department, has 
yen named associate manager and 
acting nianager of the division. 


Life Of Virginia 


Coleman R. Menyhert, manager of 
the Baltimore No. 2 district office, 
has been promoted to regional direc- 
tor of agencies. He joined the company 
as a district agent at Cleveland in 


1949. 


NATIONAL LIFE of Canada has 
appointed Charles C. Martin director 
of agencies. He had retired in May as 
manager at Toronto for Northern Life 
of Canada. He has been in the business 
since 1930. 


wa 















. Cobi 
L. Cobine OLD EQUITY LIFE of Evanston, 


ll, has appointed Bernard Lyons 
public relations supervisor. A former 
assistant editor of the Peoria Register, 
he has been in editorial and public 
relations work since 1951. 


been pri 

, Super] AMERICAN FRONTIER LIFE of 
ies depar: : : 

. insurand Memphis has appointed John A. Dan- 





1954 as iels assistant superintendent of agen- 

and waits: In the business since 1953, he 

ymotion de joined American Frontier as a field 
supervisor this year. 


BENEFICIAL STANDARD LIFE has 
appointed Terrence Hall assistant per- 
sonnel director. 


cident 





M. Am... js = 
has belndianapolis Life Makes 

ed agel . 

sor. He wqseveral Major Changes 

y opens A number of major changes in rate 
sor of Prostructure and several liberalizations 
L.&A. for policyholders have been made by 
ville, indianapolis Life. Some of these 
is been {changes in a completely new rate 
managel Poook are: Grading of premiums by 


















ntal policy size, lower premiums for wom- 
e, lower rates for older ages, higher 
early cash values for most policies 
end introduction of a new line of non- 
tancellable A&S policies. 

The new rate book also includes a 
ng depat ‘tw and more liberal schedule of 
ors naMdividends, more liberal accidental 
a oo aatga such as the extension 
age 70 ici 
acon g on new policies, and larger 





ptounts of accidental death coverage. 
re Leona} Another innovation is the “One 
and Robe arent Family Policy,” a version of the 
“mily plan where there is only one 
sociate “Parent to be included. Many of the 
lepartme wader provisions are made retroac- 
ne active te old policyholders. 
















LIFE INSURANCE EDITION 


Changes In The Field 


Paul Revere-Mass. Protective 


Jack T. Dul- 
worth has_ been 
appointed general 
agent at Houston. 
He entered the life 
business as an 
agent for Mutual 
Benefit Life at 
Jackson, Mich., lat- 
er joining Pruden- 
tial and being 
transferred to 
Houston, where he 
became division 
manager in 1957. 





Jack T. Dulworth 


Occidental Of California 


Theodore M. Held has been ap- 
pointed brokerage manager at Cin- 
cinnati. He went to Occidental from 
Prudential, which company he rep- 
resented in Columbus, O., 1952-53, and 


in Cincinnati since the first of this 
year. 

Gerald P. Schoenfelder, has been 
appointed general agent in Minnea- 
polis. His is the third Occidental office 
in the Minneapolis-St. Paul area. 

He joins Occidental after seven 
years with Equitable Society in Mason 
City and Davenport, Ia., and Minne- 
apolis. 


Bankers Life, Neb. 


Frederick Wright has been ap- 
pointed eastern division superintend- 
ent, effective Nov. 1. He will spend a 
month at the home office before re- 
turning to his new regional office in 
Philadelphia. 


Jefferson National 
Three new general agencies have 
been appointed: Delbert F. Lipp is 
president and Raymond G. Lampron 
vice-president of RayDel agency, new 
agency appointment in Inkster, Mich. 








LIFE 
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John J. Murphy, Ann Arbor, was 
formerly a general agent for Lafayette 
Life. The third appointment is that 
of Ned F. Butler, Miami Beach, Fla. 


Great-West Life 


J: W. Scott, for- 
merly supervisor of 
the southeastern 
Ontario branch, 
has been appointed 
manager at that 
office. He succeeds 
A. J. Marling, who 
has been appointed 
superintendent of 
agencies at the 
head office in 
Winnipeg. Mr. 
Scott joined the 
company in 1956. 
Before that he was 
industrial commissioner of the Kingston 
Chamber of Commerce. 


J. W. Scott 


Lincoln National Life 


Rodgers H. Cook, formerly co-gen- 
eral agent with Charles L. Slane in 
the Slane-Cook agency, has been 


WITH 


PROVIDENT 


e Guaranteed issue underwriting. 


@ Favorable annuity purchase rates. 


producers in their communities. 





PENSION TRUST WHOLE LIFE 


Ideal medium for providing insured death benefits under 


profit-sharing plans and combination pension plans. 


@ Full level reserve cash values in first policy year. 


e Both individual and master contract coverage available. 


Competitive advantages like these, together with the high 
degree of home office assistance available, have made 


many Provident agents among the most successful 


PROVIDENT LIFE © ACCIDENT ¢ SICKNESS 


LIFE AND ACCIDENT 


GY 


MCDM CAICCE 


csi cucu. ssi cy iy ame alate 


HOSPITAL ® SURGICAL © MEDICAL 
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named sole general agent in Portland, 
Ore. Mr. Slane plans to return to the 
Orient where he lived for several 
years before moving to Portland 10 
years ago. The agency will be known 
as R. H. Cook & Associates and will 
remain at its present address. 

Mr. Cook joined the company at 
Oakland, Cal., in 1954. Three years 
later he was named to a supervisory 
post in the company’s Ulrich-Johnson 
agency in Oakland. He moved to Port- 
land earlier this year. 

Mr. Slane was a life agent in 
Shanghai for several years before go- 








AaeNATIONAL UNDERWRITER 





Charles Slane 


ing with Lincoln National in 1939 as 
a representative of Theo H. Davies 
& Co., Ltd., later becoming manager 
of the Davies life department. 


Lutheran Brotherhood 
Norbert J. Prasser, Milwaukee 
agent, has been promoted to general 
agent at Canton, O. 


Massachusetts Mutual 
Jacob E. Way has been appointed 
district manager at Waukegan, III. 
Mr. Way has been with the company 


3 
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since 1949 in the Jordan agency, Chi. 
cago, which also has Illinois branche, 
in Barrington, Beverly Hills Evansty, 
and Roseland. } 


Ohio National 


John S. Rousses 
has been appoint: 
general agent . 
Los Angeles. h 
insurance sino, 
1949, he went wit 
Ohio Nationa] 
1955 as region: 
manager of {,, 
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In Amarillo (or anywhere), the sky’s 
the limit for a man like Floyd Studer! 


True, Mr. Studer would have been successful in most any 
business. But, he says American United helped him get 
there faster. That's the ‘Partnership Philosophy’ in action 
... the way you'll find it here. 


American United 


40 years ago, this enterprising young man from 
Amarillo joined American United. From the first day, 
he realized the unusual Opportunities for shaping a 


career. And he took advantage of them. 








Advancing from personal producer to agency man- 
ager, Floyd Studer became an outstanding success . . . 
in his company and in his community. He not only 
placed millions of insurance, he took the time to de- 


velop others in his agency. Along the way, he also found 


LIFE INSURANCE 


COMPANY 


time for ranching and banking interests. And he worked 
; ee eee , The Company with the Parinership Philosophy 
tirelessly for civic organizations, from Amarillo to all me Company with the Partnership Philosophy 


corners of Texas (and that’s a lot of corners). 


AMERICAN UNITED LIFE INSURANCE COMPANY « HOME OFFICE: INDIANAPOLIS, INDIANA 


*DINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
TY-GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 


Pacific Coast diy.) lectior 
sion, and subyf “Th 
quently became} life i 
gional agene} above 
director of th (a) ha 
eastern division »| of sou 





John S. Rousseau 


Harrisburg, Pa. matter 
. life in 

Prudential ly dra 
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Thomas M. Purvis has been name 
regional supervisor for Arkansas, wit: 
headquarters at Hope, and Eduard 
Villarreal Jr. becomes district map. 
ager for Texas, with offices at Lared 











Guardian Life 


Wade V. Clifto: \ 
Jr. has been ap. 
pointed manager oi 

the newly openei _ 
general agency a 
Greensboro, N. C 

He entered the life 
business in 194 
and was manage 
of Prudential 3 
Winston-S a len 
until his Guardian 
appointment. 
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Wade V. Clifton Jr. 


Life Of North America 


Appointed service office manager 
are: 

John W. Kelley, Seattle. He entere: 
the insurance business in 1949 as a 





independent agent at Philadelphia 
later becoming director of sales pr 
motion and public relations of Bank- 
ers National Life. He joined Life & 
North America as_ sales _ promotio 
supervisor in 1957. 

Norman C. Lyman, Portland, Ore 
He joined Phoenix Mutual as a 
agent in 1948 and later was name 
manager. ; 

Thomas N. Brown, Alabama servic 
office at Birmingham. He has bee! 
with Allstate at Atlanta and, mor 
recently, was brokerage consultant ¢ 
Connecticut Mutual there. 

Raymond A. Williams, Nashville. He 
has been field manager at Columbus 
O., since 1958 and before that wa 
an agency organizer with New Yori 
Life at Dayton. 














MAINE FIDELITY LIFE has 4 
pointed Frank X. Mangan generd 
agent for the Scranton and Dunmolt 
Pa. areas. Since 1957, he has beet 
with Western & Southern Life. 






SUN LIFE OF AMERICA—Matther 
Seltzer has been appointed 3 
agent at Pittsburgh. For the past] 
years he has been with John Hance 
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LIFE INSURANCE EDITION 


N. Y. Department’s Harris Answers State Association 


$1,000 on each of the other employes. 

“you inquire whether the contract to 
which you refer meets the standards 
of the New York insurance law, hav- 
ing in mind the provision in para- 
graph (a) of subsection 1 of section 
904, which requires that the employes 
insured under a group life insurance 
policy issued to an employer shali be 
covered ‘for amounts of insurance on 
each person insured based upon some 
plan which will preclude individual se- 
lection.” 

“The statutory definition of group 
life insurance which includes the 
above quoted provision in paragraph 
(a) has for its purpose the establishing 
of sound underwriting practices. As a 
matter of legislative history, the group 
life insurance definition was original- 
ly drafted by the National Convention 
of Insurance Commissioners in 1917 
and recommended for enactment in 
the several states in order to put a 
stop to unsound underwriting of group 
life insurance contracts. 

“For the purpose of compliance 
with the provision that the amount of 


(CONTINUED FROM PAGE 1) 


insurance on each person shall be 
based upon some plan which will pre- 
clude individual selection, it is our 
construction that there should be a 
consistent pattern in grading the 
amounts of insurance, such as_ by 
grading the amount of insurance ac- 
cording to years of service or the 
amount of salary. Otherwise, as is il- 
lustrated by the case which you cite, 
individual selection is not precluded. 
Inasmuch as there is only one indi- 
vidual who may be covered for $100,- 
000, it should be obvious that the 
gradation of insurance in this situa- 
tion does not preclude individual selec- 
tion. 


Fails To Conform 


“It is, therefore, my opinion that 
the above mentioned case does not 
conform to the standards of section 
204. 

“In view of the above disposition 
of your question by applying the spe- 
cific statutory provision relative to the 
grading of amounts of insurance in a 
group life insurance policy, I do not 


consider it necessary to pass on the 
question whether the form would in- 
volve unfair discrimination contrary 
to section 209 of the insurance law.” 

So much is at stake in the final out- 
come that Mr. Harris’s decision is vir- 
tually certain to be litigated as far up 
the line as the interested parties can 
take it. Not only is the right to buy 
and sell this kind of group insurance 
involved but also the employer’s right 
to deduct the premium as a business 
expense and the employe’s right to 
exclude from his taxable income the 
amount paid by the employer on his 
behalf for group premiums. 

The Internal Revenue Service is 
known to be interested in the matter 
and has been awaiting the outcome of 
the New York state association’s in- 
quiry. 

The principle involved in the Har- 
ris opinion has widespread ramifica- 
tions. In the case on which the opinion 
was based the disparity between the 
amounts on the owner and the covered 
employes is so extreme as to obvious- 
ly involve individual selection. The 
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owner, in such a case, is buying him- 
self $100,000 of term insurance because 
he individually wants it, and is letting 
encugh others in on it for trifling 
amounts so that his corporation can 
pay the premium for him with before- 
tax dollars while he,- the owner, pays 
no tax on the premium so paid in his 
behalf. 


How Much Correction Is Needed? 


The question then arises, How far 
must insurer and insured go in the 
direction of correcting the disparity in 
order to satisfy the group definition 
as understood by the New York de- 
partment—and by the Internal Rev- 
enue Service? The Harris opinion 
states that “it is our construction that 
there should be a consistent pattern 
in grading the amounts of insurance, 
such as by grading the amount of in- 
surance according to years of service 
or amount of salary.” 

Suppose a small corporation’s owner 
has a $100,000 annual salary and 
virtually all others on the payroll are 
low-paid workers. The owner buys 
group coverage on a “consistent pat- 
tern” of an amount equal to a year’s 
pay for all hands in preference to 
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Life insurance sales at State Life are growing by leaps and bounds. 
More men are needed as career underwriters and agency managers . . . 
and for each there's a greater sales and income potential. For the man 
short on experience, State Life gives the finest foundation for a happy, 
profitable career . . . and, likewise, for the man with experience, progress 
is unrestricted. So, if your present location does not offer you the 
Opportunity for advancement in keeping with your ability, take your 
place in the sun with State Life and your future can be bright and 
clear. Write today in strict confidence... 


DIHL H. LUCUS—Vice-President and Director of Agencies 
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What Discerning Life Companies 
Look For In A Reinsurer 


There is no single reason why our clients have chosen 
North American Re. Many of them appreciate that we are 
in the business of reinsurance exclusively. Many cite 
advantages to them of our head office location in New York 
City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom- 
crafted approach our expert staff brings to their sales, 
underwriting, administration and other problems, and the 
fact that our top consultants are called upon when our 
clients’ problems warrant it. Then there's the variety of 
contracts and pooling arrangements available which give 
ceding companies real flexibility in their underwriting. 


Whatever their reasons for reinsuring with North American 
Re, our hundreds of life company clients, large and small, 
have made this the largest exclusive reinsurer of life, 
accident and sickness, and group insurance. Whatever 
reasons for your company reinsuring with North American 
Re, we invite you to consult the office indicated below 
that is most convenient to you. 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave.. Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 


ACCIDENT & SICKNESS e 
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HieNATIONAL UNDERWRITER 


000 a year for the 40 years he has 
been with the company. Most of the 
employes are short-term, low-paid 
workers. A plan is set up covering 
each employe—including the owner of 


permit both years of service and 
amount of salary to be used as fac- 
tors? That is, could each covered em- 
ploye be given group coverage in the 
amount of a uniform percentage of 


grading the amount by vears of serv- 
ice. since it happens that he has very 
few vears of service but most of the 
low-paid help has been working there 
1 long time. Wouid this choice of the 


lan that gives the owner so much each year’s salary earned during the course. It provides group coverage 
better a break than the years-of-serv- entire period of his employment? cqual to 5% of each employe’s annual 
ice basis satisfy the New York de- This obviously would be the best earnings since joining the company. 


The owner would immediately have 
$100,000 of coverage on his life but no 
other employe would have as much as 
a current year’s income as group cov- 
erage until he had been there at least 20 
years, and usually considerably longer. 
Yet this would be a “consistent pat- 


partment requirement for a plan choice where the top man had held 
“which will preclude individual selec- his job for many years and the gen- 
tion’? eral run of employes averaged only a 

Another question: Since the Harris few years’ service. 
opinion mentions years of service or For example, the owner of a small 
corporation gets a $75,000 annual 


amount of salary as a basis for grading 
of amounts, would the department compensation and has averaged $50,- 
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~~ Inaworld where insecurity is rife . . . factors contributing to personal, 
individual and family security are to be valued all the more highly. 
The whole world knows about the American home and family... 
flourishing under the highest standard of living of all time... anywhere. 


Whatever...whoever @ contributes to the efficiency and peace of mind of 








the wage earner and head of the household... 
e helps to keep the mother with her children during their precious formative years... 
e keeps families together, in familiar surroundings, in the face of death 
and disability... ¢ provides the blessings of financial independence throughout.: 
the golden sunset years... builds a better world of prosperity and peace. 
In the field of insurance, these factors and more, lend dignity and 
worth to our profession... 
Here at SECURITY MUTUAL we’re proud to be a part of the whole picture! 


security mutual life insurance company 
Richard E. Pille, President. butt SC ly out (Vuual 


Hariarc L. Knight, Agency Vice President. 
81 EXCHANGE STREET, BINGHAMTON, N. Y. 

















October 24, 195 


tern in grading,” embodying not gp, 
one but both of department’s g, 


gested standards. But would the ke 3 


partment regard it as precluding jp, 
dividual selection, since the gradatj, 
pattern was obviously chosen for wh, 
it would do for the owner rather thy 
for the general run of employes? 

Since the Harris opinion does Me 
limit the possible permissible Methog 
of grading to the two cited, what othe 
methods might there be? Presuma}j, 
a division between salary-paid ani 
hourly compensated employes woul; 
be permitted. But what about ,, 
called ‘“carved-out” groups where , 
handful of key employes is covers 
in a special group, as for example, qj 
senior executives with 25 or my 
years of service? Or even all e, 
ployes with 25 years or more? (The, 
might be so few non-executive long. 
service employes that it would cos 
little to include them in order , 
give the key people the benefits of thy 
plan.) 

That the department would be jp 
clined to rule out even fairly sm 
discrepancies between maximum a; 
minimum coverages may be infer 
from a letter written by Mr. Harris}: 
1948 to a life company that wants 
to write doctors who were membe; 
of a certain medical society. This wx 
to cover the doctors for $4,000 ea 
and their employes—presumably pr. 
ceptionists and nurses—for  $1,0hj 
each. The letter was dug up out ¢ 
the file by a local group executiy 
whom THE NATIONAL UNDERWRITE 
queried about possible effects of th 
latest Harris opinion. 


Anti-Selection Risk Cited 


Among the objections to the pla 
which Mr. Harris cited was this 

“The statute requires that grow 
life policies shall be written on a pla 
which shall preclude individual sele- 
tion. Its purpose was to avoid anti- 
selection among insured employes. We 
question whether the disparity b- 
tween the amount of coverage to en- 
ployes who are in effect employes 
and that for other employes complie 
with the statutory requirements.” 

Since Mr. Harris was objecting in 
1948 to a mere 4-to-1 disparity, i 
seems apparent that now that the de 
partment has been alerted to what i 
going on, a fairly strict interpretatin 





One Year Wait To Cancel 
A&S Policies In Wis. 


Gov. Nelson of Wisconsin has signe 
a bill limiting companies to cancellé 
tion of A&S policies only once a yed 
on anniversary renewal dates and tha 
only after notice of 30 days. Previousli 
companies could terminate at any tim 
with a five-day notice. The governt 
sponsored introduction of the bill. 
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Service Guide : 


ACTUARIAL COMPUTING 
SERVICE, INC. 


é 1389 Peachtree Street, 
Gj a 
























N.E., Atlanto 8, Georgie, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 











CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. Chicago 2, ! 


Financial 6-9792 
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of the phrases “consistent pattern in 
and “preclude individual 
selection” may be expected. - 

Upholding the Harris opinion in 
the courts would be an _ unpleasant 
turn of events both for agents special- 
izing in this type of business and for 
their clients but the opinion will not 
pe a surprise, for most of the more 
conscientious agents selling this plan, 
have taken care to warn the buyer 
that a ealculated risk was involved, 
especially as to how the Internal 
Revenue Service might act. 

The opinion, however, poses some 
problems for both insurers and employ- 
ers having in force group coverage on 
groups that appear to violate the Har- 
ris definition. They must decide wheth- 
er to drop the coverage or modify it so 
as to meet Mr. Harris’s interpretation 
of the law or seek an injunction or some 
other remedy at law while endeavor- 
ing to upset Mr. Harris’s opinion, 
meanwhile continuing the group cov- 
erage in force on the present basis. 


Offers 5-Year Cure 
For Treasury ‘Mess’ 


The current financial problems of 
the Treasury stem directly from the 
Treasurys too heavy dependence 
upon short-term financing during the 
past decade, President Charles F. 
Phillips of Bates College said at the 
Thursday general session of the Amer- 
ican Life Convention’s annual meet- 
ing at Chicago. 

Mr. Phillips said, “Today’s problems 
are not of recent origin. In fact, over 
the past 13 years the department has 
put out just five bond issues due after 
20 years. As a result of such heavy 
reliance on short-term financing, the 
average maturity of -our debt has 
fallen from nine years to an incredible 
five years in the period since the end 
of World War II. 


$78 Billion In 12 Months 


“The net result of this mismanage- 
ment by our Treasury Department is 
that we now face the refinancing of 
$78 billion of our debt in the next 
12 months. Had the Treasury engaged 
in long term financing in the 1948-58 
period, today’s plight might have been 
avoided.” 

Mr. Phillips emphasized that merely 
pointing to past mistakes is not 
enough. What positive steps can be 
taken, he asked, to improve the situa- 
tin. He suggested a two-fold pro- 





Need Budget Surplus 


‘First, we need a budget surplus,” 
he said. “Once we achieve this we can 
begin to reduce the federal debt which, 
in turn, will increase confidence of 
people in the soundness of the Ameri- 
can dollar. Consequently they will 
then be more willing to invest in gov- 
 sggme securities than is the case to- 
ay. 

“Second, the Treasury Department 
must be allowed by Congress to pay 
going interest rates so it can float 
longer term issues. 

‘In brief, then, an adequate pro- 


gam requires complete cooperation 
between Congress and the Treasury 
Department. Congress must produce a 
balanced budget and free the Treasury 
Department’s hands on interest rates. 
The Treasury must turn away from 
short-term issues and rely far more 
heavily on bonds with distant maturity 
dates, Over a five-year period, such a 
Program can eliminate what so many 
are now referring to as our ‘financial 
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Northwestern Mutual 
Assets Reach The 
$4 Billion Mark 
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ACTUARIES 











The $4 billion mark in assets has 
been reached by Northwestern Mu- 
tual Life, almost exactly 100 years 
from the time that its first death 
claims had to be met by borrowing 
$1,500 on its president’s personal note. 

Northwestern Mutual reached its 





Alvin Borchardt & Company 
CONSULTING ACTUARIES 


INSURANCE ACCOUNTANTS 


= AND = 


Detroit Atlanta 





Haight, Davis & Haight, Inc. 
Consulting Actuaries ~ 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 





first billion in assets in 1934; the sec- 
ond billion 12 years later, in 1946; and 
the third billion 7 years later, in 1953. 


First Claims In 1859 








It was on Nov. 2, 1859, that the 
company received its first death 
claims. Two policyholders had been 
killed when a Wisconsin excursion 
train hit a cow and was derailed. 
The death claims totaled $3,500, which 
was far more than the assets of the 
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infant company. The officers bor- 
rowed $1,500 on the personal note of 
the president, Samuel S. Daggett, to 
meet the claims promptly. This was 





the company’s first and last such cri- 
sis. Now, 100 years later and with as- 
sets at $4 billion, Northwestern Mu- 
tual is paying policyholders and bene- 
ficiaries the equivalent of the origi- 
nal $3,500 every 90 seconds of every 
working day—a total of more than 
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$1 million every working day. 


Western Reserve Life Of 


Sittin Soleiuan & Gi : 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








Cleveland Files With SEC 


Western Reserve Life of Cleveland 
has filed a statement with Securi- 
ties & Exchange Commission seeking 
registration of 100,000 shares of com- 
mon stock to be offered for subscrip- 
tion to stockholders at the rate of one 





CHASE CONOVER & CO. 
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and 
Insurance Accountants 
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Telephone WAbash 2-3575 


HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries 
Insurance—Pensions 

10 South La Salle Street 
Chicago 3, Illinois Se 
FRanklin 2-4020 i 








new share for each share held. 
According to SEC, the company be- 
gan writing insurance on Jan. 1, 1959. 





— “Your Partner for Life’’. 


Accident and Sickness Plans 


with a career contract that offers you: 


- Now-suree YOUR OWN AGENCY 


Completely Vested Renewals 
for the premium paying period of the policy. 


Substantial override for general agents. 


With Central Standard Life’s career contract, you can 











+ plan for your retirement +* create an estate for your family 


K enjoy liberal underwriting > join an agency-minded organization 
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See for yourself 


Write or wire today for 
your “new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
il General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 
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211 W. Wacker Drive Chicago 6, Illinois 
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Relieve Government 
Of A&S Business 
Obligation: Skutt 


(CONTINUED FROM PAGE 15) 

of Iowa; Howard J. LeClair, Mutual 
of Omaha; William J. McBurney, 
Prudential, and Elmer J. Rasmussen, 
Continental Casualty. 

Other speakers besides Mr. Skutt 
included Mr. LeClair, who gave the 
presidential address. 


A Better Answer 


Dr. Gunnar Gunderson, immediate 
past president of American Medical 
Assn., said that doctors, hospitals and 
the A&S industry should maintain a 
united front in opposition to the For- 
and bill and other similar attempts to 
intrude the federal government into 
the health insurance field. 

“We have to show that medicine and 
insurance have a better answer than 
the kind offered by Forand-type legis- 
lation,” he said. 

Dr. Gundersen substituted on the 
program for Dr. Leonard W. Larson, 
AMA chairman, who was ill. 


FeNATIONAL UNDERWRITER 


Louis L. Graham, who has been 
secretary of the association since 1928, 
discussed the claim group’s history in 
a speech titled, “The First 50 Years 
Are the Hardest.” 


Three Seminars 


Commissioner Larson of Florida out- 
lined the growth of life and A&S 
coverage in the state from 1940 to 
1958. 

In his speech, “The Hospital and 
Voluntary Health Insurance,” Tol Ter- 
rell, past president of American Hos- 
pital Assn., explained some of the rea- 
sons for the rise in hospital care costs. 

Tuesday, the second day of the 
meeting, was given over to three sem- 
inars. Fred R. Gibney, Prudential, was 
chairman of the life seminar; Edward 
R. Sours, Aetna Life, was head of the 
group seminar, and Mr. Rasmussen 
conducterl the A&S seminar. 


Springfield (Mo.) Agents Meet 
Wallace C. Brunner, Connecticut 
General Life general agent, St. Louis, 
was the featured speaker at the Octo- 
ber meeting of Life Underwriters Assn. 
of Springfield, Mo. He discussed “Life 
Insurance in Four Dimensions.” 
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TOP HOME OFFICE OPENINGS 


Rapid expansion of new but well-rooted Life 
Department of firmly established A & S com- 
pany has created two immediate opportunities: 


ACTUARY 


The associate or Fellow who takes this position 
will move from fourth or fifth place with present 
connection to first place in his profession with 
our organization. He will be in a position to 
advise management on agency and accounting 
matters. 


LIFE UNDERWRITER 


The man we seek is a fully qualified Life Under- 
writer with some knowledge of reinsurance ar- 
rangements. He will head his own department 
and have opportunity to advise management on 
underwriting operations. Unlimited future . . . 
top salary. 





Please write in confidence and include details 
on background, experience and salary require- 
ments. Send your reply to: 


Harry T. Dozer, President 
Fidelity Interstate Life 
Philadelphia 2, Penna. 








ASSISTANT ACTUARY 


Marvelous opportunity for young man to join a 
#8 growing life company with Ordinary, Weekly 
Premium, Group, Industrial H & A coverages. 
This is an opportunity of a lifetime. Very attrac- 
tive salary to the person who can qualify. Some 
formal actuarial training and some experience 
necessary. Please reply, in confidence, giving a 
summary of your experience and personal back- 
ground to Box K-27, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








MR. AGENCY VICE PRESIDENT: 


Successful General Agent of major com- 
pany seeks Florida relocation. Married, age 
40; built present agency from scratch to 3 
Million in five years. Write to Box K-25, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


OPPORTUNITY FOR 
ACTUARY 


F. S. A. TO SUPERVISE CONSULTING FIRM'S 
SERVICES TO INSURANCE COMPANIES. 
WILL BE MEMBER OF MANAGEMENT 
GROUP. SALARY OPEN. PROFIT-SHARING 
AND LIBERAL WELFARE PLAN. REPLIES CON- 
FIDENTIAL. SEND BRIEF RESUME TO: Box K-5, 


c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED 
Highly-regarded national organization has 
permanent and most unusual opportunity 
for few top caliber men in any area who 
have successfully sold the stocks of young 
life insurance companies. Two challenging 
executive openings also available. An asso- 
ciation with our well-known group provides 
prestige and guaranteed high income. 
Write fully. Box K-23, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARIAL STUDENT 


Our business is growing rapidly. We need help. 
Have opening for student at associate or near 
associate level. Starting salary commensurate 
with experience. Splendid opportunities for ad- 
vancement with a fast growing S&A and Life 
company. Write in confidence to S. F. Conrod, 
Vice Pres. and Actuary, Loyal Protective Life 
Insurance Co., Boston 15, Mass. 








ACCIDENT & HEALTH UNDERWRITER 
Individual policies. 2 or more years expe- 
rience. Advancement Opportunity. Old 
mid-western company. Reply Box K-29, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








REGIONAL DIRECTOR OF AGENCIES 
Dependable and capable plus a broad back- 
ground of successful experience recruiting, train- 
ing, brokerage and Agency Administration. Pre- 
fer field residence in center of United States. 
Reply Box K-30, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 











== PENSION ACTUARY 


~Mid-West Pension and Actuarial firm has 
epening for man capable of taking responsi- 
bility for directing actuarial valuations of pen- 
sion plans. Completion of some actuarial exams 
is helpful. Replies held in confidence. Write Box 
K-24, c/o The National Underwriter Co., 175 W. 
Jackson Blyd., Chicago 4, Ill. 








Counsel for Life and A/S insurer, 
desires change 
Considerable experience in all legal aspects of 
the business. Complete information confidential- 
ly furnished. Reply Box K-32, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 











Women Lighter, Men 
Found Heavier Than 
Previous Generation 


(CONTINUED FROM PAGE 1) 
of the increases in weights is different 
in the two sexes. Men start putting on 
weight in the 20s and level off in the 
40s, but women stay slim into the 
30s and do not usually start putting 
on weight until after the mid-30s. 

The Society of Actuaries’ study of 
the variations in mortality according 
to build included nearly 5 million in- 
sured persons and covered 20 years’ 
experience. It indicates that marked 
underweight is now a much less seri- 
ous condition than in the past, but 
the excess mortality associated with 
overweight remains as high. 

For instance, men with weights 20 
pounds above average incur a penalty 
of about 10% higher mortality; those 
weighing 25 pounds above average 
are subject to 25% excess mortality, 
while weights 50 pounds above aver- 
age are associated with an _ excess 
mortality of up to 50 or even 75%. 


Women Stand Fat Better 


Women were found to be able to 
stand added weight better than men. 

In both sexes the lowest mortality 
at ages over 30 is found among those 
15 to 20 pounds below average weight. 
In the teens, there was some advan- 
tage to slight overweight. 

Considering the main causes of 
death among overweights, the Society 
of Actuaries’ study showed markedly 
increased mortality first in diabetes 
and certain digestive diseases (such as 
gall bladder disease) as weight in- 
creased. With further additions to 
weight, the death rates from heart 
disease rose sharply. 

The study presents also some in- 
teresting findings on the mortality of 
overweights who reduced. It shows 
that weight reduction pays. Those 
who were overweight when insured, 
but were later given standard insur- 
ance because of sustained weight re- 
duction, showed an immediate benefit 
of normal mortality, which continued 
for at least 10 years. After that, some 
of them apparently relapsed and put 
on weight again, as the mortality for 
the group as a whole began to in- 
crease. 


Additional Blood Pressure Study 


The investigation covers in addition 
a study of the mortality according to 
variations in blood pressure among 
nearly four million insured persons. 

It shows that even a small rise in 
blood pressure may signal potential 
danger. Furthermore, among men, 
systolic blood pressures of about 150 
mm. or diastolic blood pressures of 
about 100 mm. are associated with an 
excess mortality of 75 to 125%. 

Women were found to withstand 
high blood pressure much better than 
men. 

The lowest mortality among both 
men and women is found among those 
with below average blood pressures. 

Overweight in combination with 
elevated blood pressure is found to be 
a warning of increased danger. Where 
the two conditions. occur together, the 
mortality rise is much greater than 
accounted for by the two conditions 
considered separately. 

Persons who have high blood pres- 
sure or overweight in combination 
with albuminuria are similarly subject 
to significantly higher mortality than 
that associated with each of these 
conditions separately considered. 

A history of two or more cases of 
early cardiovascular-renal disease in 
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the family, is also associated With 
markedly higher mortality, particula, 
ly from heart disease. 

Chairman of the society’s comm, 
tee that made this study is Edward 4 
Lew, actuary and _ statistician of 
Metropolitan Life. A large number af 
life companies, representing Mor 
than two-thirds of total ordinary jp, 
surance in force, joined to make ty 
massiv?2 study possible. 


Says Life Insurance 
Is ‘Most Steadfast’ 


(CONTINUED FROM PAGE 1) 
tions,” said Mr. Holderness. “It is the 
kept promise of our continuing fry 
society in the world today.” 

Indicating that public acceptang 
of life insurance would seem today t 
be at a new high, Mr. Holderness po. 
minded his audience of the importane 
of making the role of life insurang 
even more widely understood. 


Vital Story To Tell 


“We have a vital story to tell of pro- 
tection features enabling every mp 
to provide his own security, for so} 
and family, rather than look to a we. 
fare state. We have an equally sig. 
nificant story to tell of the investmey 
role of life insurance generating vay 
economic power and increasing indus. 
trial output—in the face of a work 
trend toward state ownership,” f¢ 
said. 

Citing the public relations program 
of Institute of Life Insurance provig. 
ing the public with a better under. 
standing of life insurance and its vita 
place in the financial pattern of the 
nation, Mr. Holderness noted that the 
institute’s long-range  anti-inflation 
campaign has had an excellent effect 
in helping to check inflation and 
stated that there is a sound basis for 
hope of eventually halting the trend, 

In discussing the role of life insur. 
ance investments, Mr. Holderness said 
that “our function as the investors of 
these funds—the major portion of 
which are assigned to meet the obli- 
gations of policyholders—should be 
one of our most valuable public rela- 
tions features. For the sound invest 
ment and reinvestment of vast capital 
has helped to make life insurance, as 
an institution, one of the principal sta- 
bilizing factors in our society.” 


Universal American Life, 


General Assurance Merging 

Universal American Life and Gen- 
eral Assurance, both of Atlanta, plan 
to merge Jan. 1, subject to stockholl- 
ers’ approval. The merger agreemet! 
provides for the surviving company ti 
be General Assurance, but for the 
name of the company to be Universal 
Ameican, Life. 

According to D. D. Dominey, presi 
dent of General Assurance, the merge 
companies will have assets of $2.5 mil 
lion, some $500,000 of capital, unas 
signed surplus of $1 million and life 
insurance in force of $35 million. 


Form New Memphis Insurer 


American Preferred Life has bee 
formed in Memphis as a wholly owned 
subsidiary of American Provident It 
vestors Corp. Richard H. Horton, for 
mer president of Cosmopolitan 
will be president of the new compally, 
which will have among its directors 
Arch E. Northington, former Tennes 
see commissioner and past president 
of National Assn. of Insurance Com- 
missioners. 

Authorized capital of American Pre 
ferred is $3 million with initial paié- 
in capital and surplus of $705,000. 
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Financial Section 
Of ALC Draws Many 
Non-Investment Men 


(CONTINUED FROM PAGE 1) 
to turn downwards. This has been 
particularly true in basic raw ma- 


terials and primary products, such as 
foodstuffs, textiles, etc. 

“The costs of services generally are 
still rising and may continue to do so. 
perhaps the best that can be hoped 
for here is some leveling off in the 

















Sherwin Badger (right), New Eng- 
land Life, receives congratulations on 
his election as chairman of the Fi- 
nancial Section of ALC from the out- 
going chairman, Perry S. Bower, 
Great-West Life. 


future but at the moment I find it dif- 
ficult to believe that another broad 
surge in the whole price structure is 
inevitable and just ahead of us. 

“There is a reasonable cushion in 





LIFE INSURANCE ED&TION 


our employment figures and in the 
excess capacity of installed productive 
facilities. The inflationary potential of 
government deficits, and its impact 
upon prices, has been moderated by 
rising tax takes and higher levels of 
interest rates must eventually tend to 
stimulate the rate of savings and, at 
the same time, lessen the demand for 
them.” 


Challenge For Investors 


Mr. Bower said an interesting chal- 
lenge that rising interest rates like 
those of the present invariably pose 
for the investment officer is the ques- 
tion of the extent to which he should 
accept losses in the market value de- 
cline of his portfolio in order to cap- 
ture funds for reinvestment at more 
attractive rates. 

“Seasoned and deep discount issues 
tend to sell at lower yield bases than 
new issues of the same credits and it 
is demonstrably possible to recover, in 
many instances, market loss in in- 
creased interest income in a relatively 
short time, with subsequent interest 
income advantages,” he said. “There is 
an understandable reluctance on the 
part of companies to absorb such mar- 
ket losses, but on occasion it may be 
a mistake, from a future income point 
of view, not to do so.” 

Others on the program were John 
D. Wilson, vice-president in charge of 
the economic research and _ publica- 
tions department, Chase Manhattan 
Bank, New York City; Albert C. Ash- 
forth, president of the Canadian 
Chamber of Commerce and of the 
Toronto-Dominion Bank, Toronto; Gen. 
William H. Draper Jr., chairman of 
Mexican Light & Power Co., Mexico 
City; E. W. Tarbell, director of in- 
stitutional research of Walston & Co., 
New York City, and Donald S. Ken- 
nedy, president of Oklahoma Gas & 
Electric Co., Oklahoma City. 





of the problems involved in the switch 
from the cash to the accrual method 
of accounting inherent in the law. 

S. P. Adams, 2nd vice-president and 
actuary, explaining “The Effect Of 
The New Tax Law on Premium Rates,” 
stated that the consumer, as in most 
cases, will eventually pay. The im- 
mediate effect, however, will be ab- 
sorbed by current increases in interest 
rates, resulting in a leveling of divi- 
dend payments to policyholders of 
participating insurance and a holding 
of the line on premiums for non par 
policyholders. 

A survey of the technical methods 
of determining a company’s best inter- 
ests in day to day decisions was the 
theme of W. E. Lewis, associate act- 


CPAs, 





Viens 


At the tax seminar, from left, C. L. 
Life of California; Robert J. Bird of the Washington, D. C., law firm of Bird & 
Thompson; J. Price Murphy, accounting vice-president Equitable Life of Iowa; 
Richard E. Aranow, tax counsel Continental Assurance; John R. Herzfelt, tax 
Consultant Lamar Life, and John A. Bernauer, partner Ernst & Ernst, Chicago 


Lincoln National Tax Seminar Draws 500 


(CONTINUED FROM PAGE 2) 


uary, who spoke on “Actuarial and 
Reserve Problems.” Gathings Stew- 
art, 2nd vice-president and actuary, 
discussed “How The Tax Affects Rein- 
surance” by describing the tax-mini- 
mizing effects of reinsurance. 

In conclusion, Mr. Rood summarized 
the day’s program and stressed the 
need for tax planning under the fed- 
eral law, and the seminar ended with 
a discussion period. 

Except for some of the annual giant 
meetings in the life insurance busi- 
ness, such as National Assn. of Life 
Underwriters and American Life Con- 
vention, the Lincoln National Life tax 
seminar with attendance of 537 puts 
it on a par with the largest of the 
organization meetings in the industry. 





Frost Jr., associate counsel Occidental 


‘Subchapter S’ Seminar 
Slated In N. Y. Oct. 29 


NEW YORK—tThe Knight Agency of 
Union Central Life here has scheduled 
a special seminar for general insurance 
brokers on how subchapter S of the 
internal revenue code can be used to 
increase sales. The seminar will take 
place 3 to 5 p.m. Thursday, Oct. 29 at 
Hotel Astor. 

It will be run by Milton H. Stern, 
prominent tax attorney and head of the 
agency’s legal and tax department. 

Subchapter S, added to the internal 
revenue code in 1958, permits proprie- 
torships and partnerships to incorpo- 
rate while retaining substantially the 
same income tax advantages that they 
now enjoy under their present setups 
and at the same time gain the many 
advantages inherent in the corporate 
form of doing business. 


Rocky Mountain Life And 


Mountain States Life Merge 


The merger of Mountain States Life 
of Colorado Springs with Rocky Moun- 
tain Life of Albuquerque was an- 
nounced this week. 

Rocky Mountain Life will continue 
to have its home office in Albuquerque, 
anticipating moving on Dec. 1, 1959, 
into new offices now under construction 
in that town. 

According to H. Wayne Franklin, 
president Rocky Mountain Life, the ex- 
panded Rocky Mountain Life will have 
approximately $25 million of in force 
insurance with an annual potential 
premium income in excess of $500,000. 

The merger approved Monday is 
the second to be announced by the 
growing Rocky Mountain Life in the 
past 14 months. The earlier merger 
brought State Benevolent Fund, for- 
merly of Clovis, New Mex., into the Al- 
buquerque company. The company, 
during the same period, purchased its 
wholly owned subsidiary, Trans-Na- 
tional Life, which operates in Texas 
from home offices located in El Paso. 








Mr. and Mrs. John H. Comstock at 
the ALC meeting. Mr. Comstock is gen- 
eral counsel of Security Mutual Life of 
Nebraska. 


W. L. Cochrane, 
president Minne- 
sota Protective 
Assn., Minneapolis; 
Mrs. Cochrane, 
and Vincent P. 
Manno, vice-presi- 
dent Modern 
L.&A., at the ALC 
annual rally. 
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Horace Smith To Address 
New York City Managers 


Horace R. Smith, assistant agency 
vice-president of Connecticut Mutual 
Life, will be speaker at the fall educa- 
tional meeting luncheon of New York 
City Life Managers Assn. at the Hotel 
Astor, Nov. 5. 

Mr. Smith’s address, “Evaluating 
For Destiny,” will attempt to provide 
some of the answers to these questions 
facing agency heads: Which agents are 
going to survive and which will fail? 
Which have more of the manager’s at- 
tention and which less? Which men 
need help on problems and what can 
managers do to provide that help? 
Are agents well selected? How ef- 
fective is the individual manager as a 
trainer? 

David B. Fluegelman, Connecticut 
Mutual Life, is chairman of the meet- 
ing. 


Sales Clinic To Feature 
New Jersey A&S Assn. Meet 


The annual sales congress of New 
Jersey Assn. of A&H Underwriters 
has been set for Oct. 29 at Military 
Park Hotel, Newark. Co-chairmen of 
the meeting are William B. Cornett, 


Prudential, and George E. Lehman, 
National A&H. 
The meeting commences’. with 


luncheon at which the guest speaker 
A. L. Reed, Prudential, will discuss 
what agencies and companies can do 
for A&S business. 

H. Cochran Fisher, Washington, 
D.C., agent of Aetna Life, will speak 
about work habits, opening the after- 
noon program. 

A sales clinic panel will follow, 
moderated by Mr. Lehman. 








“ New chairman of the Combination 
Companies Section of American Life 
Convention, W. Sheffield Owen 
(right), Life of Georgia, receives gavel 
from his predecessor, Glen J. Spahn, 
Metropolitan Life. 
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203 of our full-time representatives, or | in 9, are 1959 IN 1958 Pane 

Million Dollar Round Table Members. the ope 


14 of our full-time representatives have qualified as our seventh consecutive all-time high year .. . 
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og hai were phe pinnae —— More than a billion dollars of Massachusetts Mutual life Prisey 
outstanding record of achievement. insurance was sold. > 3 


272 of our full-time representatives, or | in 7, are Char- Men in their first and second years with us accounted for — 


tered Life Underwriters. 26% of our sales volume. York Li 


646 of our full-time representatives, or | in 3, received the The 662 men with our company five years or longer earned General 
1959 National Quality Award. $13,088 per man, with one in six earning over $20,000. Editor 


Our 100 leading salesmen earned an average of $30,357. tee—Ro 


MASSACHUSETTS MUTUAL HAS: 


i 

! ! 

i 

! | 
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